OOPERATE with other merchants in their efforts 


to control credit. The credit association is the 
only system yet devised that can be counted on to 


hold losses to a low level.” 
—J. V. BATTRAM 
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For Fast, Low-Cost Collections 


No. 3 








Z 
oa io f 
S Ss 


Just to 
Kemind You-- 


that this account 
has probably been 
overlooked and 
we'll appreciate 
your remittance. 


Thank You! 
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Use the N.R.C.A. Collection Sticker Series - - 


Effective - - Inoffensive -- Economical for Quick Follow-Up 











No, 2 








Please/ 


NOW that we've 
reminded you, 
won’t you send 
us a check— 
please? 


Thank You! 








4 | Its so Easy~ 


to overlook these 


boat things. Let us 
CA - 
aes Q) have your remit- 


tance now—and we 
can both forget it! 


Thank You! 
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for this past due 
account will be 
appreciated. 
We'll be watch- 
ing for it! 

Many Thanks! 











For better, quicker collections—at less cost—start the 
collection process earlier. Get the jump on collections! 
Don’t wait until an account is months overdue—start early! 

Use National Collection Stickers as a series. Long before 
you could send a letter requesting payment, you can send a 
statement with the No. 1 Sticker as a reminder and—ten 
days later another statement with Sticker No. 2 and so on. 
You'll find the cost surprisingly small—results gratifyingly 


large! 
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$2.00 Per Thousand. Order From Your Credit Bureau. 
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YOU NEED 
This New Book 


‘Proven Plans to Speed Collections 


and 
Timely Tips to Trim Office 
Overhead” 


Copyright, 19338 


‘ie book is from the pen of a man who has spent 
over twenty years in the study and practice of the 
art of collecting money and retaining the good will and 
patronage of those from whom he collected. 


In this book will be found: 


288 successful collection ideas, plans and letters. 

470 collection paragraphs in a unique letter book a ‘ed 
according to appeals to different emotions, classified 
and numbered for convenient use, including— 

204 effective ways to close your collection letter for ac- 


on. 
147 aire-eettas opening paragraphs for collection 
etters. 
119 miscellaneous collection paragraphs classified accord- 
ing to appeals to pride, fear, sense of fairness, etc. 
51 tracing tricks and schemes to locate the debtor who 


moves. 

42 time and labor saving office short cuts and postage 
saving ideas. 

25 specific ways to cut bad check losses and points to 
watch in cashing checks. 

10 ways to use the telephone to improve collections. 

4 ways to locate debtor’s place of employment. 

The most successful plan of a Texas collection expert in 
collecting from farmers. 

How = my your money on defective remittances and bad 
checks. 

How a Dallas collection expert collected a six-year-old 
judgment in Texas where wages cannot be garnisheed, 
from a debtor with no property, who carried his bank 
account in another city under his wife’s name. 

A plan used by one merchant to educate his customers 
to pay by the 10th. 

A letter that asked only for a date but brought back 
checks in all but one case. 

A scheme that collected 50 ta cent of a big Ist of small 
ars accounts and made the debtor smile as he 


A dover stunt in following up broken promises that 
brought in 80 per cent returns within five days. 

A plan that speeded up collections 75 per cent on accounts 
under $10.00. 

A plan that enabled a dentist to collect 98 per cent of his 
accounts over a period of ten years. 

A simple plan that enabled a wholesale credit man to 
reduce his bad debt losses to less than 1/15 of 1 per 
cent over a period of seven years. 


This is really more than a book. It is a working kit 
for the credit man, the merchant, the professional man 
or anyone who has anything to do with collections. 


You also get a letter and paragraph book with definite 
and specific instructions on how to use it as well as a 
generous supply of blank pages to enable you to add 
your collection letters and paragraphs and tie this right 
in with your own business. 


Handsomely bound in serviceable black, imitation 
leather (loose leaf), size 9x11 inches, it is a most 
unique portfolio—a veritable treasure book of PROVEN 
PLANS TO SPEED COLLECTIONS AND TIMELY 
TIPS TO TRIM OFFICE OVERHEAD. 


The price originally set for this was $15.00 but to 


make it available to a larger number, it may now be 
purchased for the unbelievably low price of 


$5.00 


ARTHUR P. LOVETT 
4455 PENN STREET KANSAS CITY, MO. 











EDITORIAL 


COMMENT 


D. J. WOODLOCK 


The N.R.C. A. Convention Program 


HE convention of the National Retail Credit 

Association to be held in Memphis in June, 

offers the first opportunity in two years, for 
credit managers to discuss the problems which 
have developed during the depression (and what 
problems they are). A review of what caused 
these difficulties, a plan to prevent their occurring 
again, and a knowledge of how to control and 
systematize credit extension of the future to meet 
changed conditions, will be outstanding subjects 
on the program. 

Every executive of a retail business who is de- 
pending upon his credit sales as a feature of his 
business should instruct his credit manager to at- 
tend this meeting and come himself if at all pos- 
sible. The cost is not an expense item. It is an 
investment that will pay dividends. 


» » » 


A Subsistence Homestead Plan 


ARLY in March, D. J. Woodlock, Manager- 
F Treasurer of the National Retail Credit As- 

sociation, addressed President Roosevelt on a 
plan for establishing small farm homes where men 
with families who found it impossible to secure 
employment might live without becoming public 
charges, because of their ability to at least raise 
enough to eat and possibly purchase the land on 
easy terms financed by the Government. 

The letter was referred to the Department of 
the Interior and under date of March 21, M. L. 
Wilson, Director, advises the Department has 
established several demonstration projects to test 
the practicability of the plan as there was every 
indication of widespread interest. 

We are of the opinion that the past few years 
have caused many honest and thrifty persons to 
think seriously of going back to the farm. 


>» »> ?»> 


It's “Lack of Vision” 


ANY credit managers complain there are 
M no opportunities. They putter around 
with things of no consequence, neglect the 
big things, do not join or take interest in credit 


organizations. They remain small because they 
lack vision. 


Many Lines of Business Served by N.R.C.A. 
T HAT the National Retail Credit Association 


is serving more different types of retail busi- 
ness than ever before is evident from the un- 
usual questions being asked. 

A landscape gardener requests information as to 
the best methods of selling his service on an in- 
stallment payment basis, the necessary forms, 
blanks, etc. 

An exclusive liquor house desires to install a 
credit department, and several department stores 
with liquor departments have asked if it is good 
business to charge this class of merchandise. 

A florist wants to know how to collect for flow- 
ers sent to weddings and funerals without bring- 
ing in the “third party.” 

A local coal dealer asks if it would not be good 
business to adopt very liberal credit terms in order 
to compete with gas and oil burner sales. 

A railroad asks about a system for selling tickets 
on credit and deferred payments. 

A drug syndicate asks what we think of “charg- 
ing” lunches at soda fountains. 


» » » 


“Open Forum” Goes Over Big in 
New York 


HE OPEN FORUM in credit, a new feature 
T:: the Associated Retail Credit Men of New 

York, attracted so much attention that the 
largest attendanee in years was recorded at the 
first meeting. 

After dinner (at 6:30 p.m.) the meeting was 
thrown open for general discussion. Such topics 
as, “A Policy on Compromise Settlement,” “Re- 
opening Delinquent Accounts,” “Procedure in 
Locating Skips,” “Aging Delinquent Accounts,” 
“Handling Accounts of the Unemployed,” 
“Trend of Collections” and “Legal Action,” were 


among the subjects discussed. 
A there are 1,140,000 more homes equipped with 
radios than there were a year ago, making the 


total 17,950,000 or one family out of seven. | 
There were 3,806,000 sets sold in 1933, an increase 0 
45 per cent over 1932. 


» » » 


Radio Is Some Business 
RECENT survey brings the information that 
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Retail and Wholesale-Credit Managers 
Hold Joint Meeting in San Francisco 


N FEBRUARY 15, 1934, the Associated Retail 
O Credit Men of San Francisco held a joint eve- 

ning meeting with the Credit Managers’ Asso- 
ciation of Northern and Central California (wholesale). 
On this occasion, some three hundred and ten credit 
granters met at the St. Francis Hotel for dinner. Pro- 
fessor Ira B. Cross, Dean of the Department of Eco- 
nomics at the University of California, delivered an out- 
standing address on, “The President’s New Monetary 
Policy.” 

Harold J. Schrupp, Vice-President of the Associated 
Retail Credit Men and credit manager of McKale’s, 
Inc., presided in the absence of Frank D. Francis, Presi- 
dent of the Association and credit manager of The Em- 
porium, who was confined to his home with an illness. 
E. E. Young, credit manager of the Leo. J. Mayberg 
Company, presided for the wholesale group. 

The Associated Retail Credit Men of San Francisco, 
the National’s Chapter, hold regular monthly meetings 
such as the foregoing throughout the year and it is 
through this close cooperation between the credit grant- 
ers of San Francisco that they have been able to make 
such progress in increasing their collection percentages 
ind in decreasing losses. 


A Word About “P. A.” 


HAT is “P. A.”? It is “Personal Ap- 
WY) researc” and one of the most important 

things for a credit executive to consider. 
The personal appearance of the credit manager 
and his staff of assistants who come in daily contact 
with customers, has much to do with creating good 
will for the store. 

Being well-groomed does not necessarily mean 
extravagance. It means neatness and businesslike 
dress, conveying the impression of efficiency and 
dignity, and what is true of the individual also 
applies to the credit office itself, its arrangement 
and equipment. Do not overlook the importance 


of “P, A.”. 
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Convention Exhibits Floor Plan— 
Memphis Convention 


N OUTSTANDING feature of the convention of 
A the N. R. C. A., June 19-20-21-22, willbe ex- 
hibits by manufacturers of office appliances and 
labor-saving devices for handling credit department detail. 
The arrangement at Hotel Peabody is unusually at- 
tractive. Note the floor plan. The exhibits are grouped 
around the wall of the mezzanine floor looking down 
into the lobby and just outside the convention hall. 





HOTEL PEABODY 
MEMPHIS TENN . 


BALL ROOM AND CONVENTION HALL a | 





| | ENTRANCE 


[973 19 17? 20] 
























































































































































od with 
‘ing the 


-rease 0! 


ORL 




































/4s6' /4re’ 144 6" 1446 | 
i jaus | /3 12 1/ 70 
TN ha bd seni a 
61/0" 6x10 O38 
15 7 
6x70 6/0 ¥ 
To Main 16 8 ; 
Dining 8 = 
Room. My . 
x 
‘pe 5% 
64/0 64/0 S 
17 7 
en 
18 / 2 4 5 6 
ere J448 44187 1448 /448 1448 648 | 
aa | Cueck Room 1 fievarons 4 
EXHIBIT SPACE ON MEZZANINE FLOOR 
SIZE | PRICE | SIZE | PRICE SIZE PRICE 
Sox @ 250 22 | 10'x« 6’ }00 ee G48 75 2 
Ax 8° | 150 28 \A'x3' 75 = 9x 3° 50 22 
14’ x 6' i25 > 











APRIL, 1934 


Business Exhibits Floor Plan—Memphis Convention 








The Retailers Credit Ass’n of San Francisco | ( 
Now Uses Telautograph Service to 4 Stores 


As Follows: 


City of Paris Dry Goods Co. 


H. Liebes & Company 


Hastings Clothing Co. 
Hale Bros. Stores, Inc. 


24 GREAT STORES IN NEW YORK CITY TELAUTOGRAPH THE 


CREDIT BUREAU BEFORE GRANTING CREDIT! 


FROM THE AT- 


LANTIC TO THE PACIFIC TELAUTOGRAPHS PROTECT 139 STORES 


AND 25 CREDIT BUREAUS AGAINST POSSIBLE LOSSES! 


RETAIL 


MERCHANTS ASS’N, TULSA, OKLA., AND THE CREDIT BUREAU, 
INDIANAPOLIS, IND., ORDERED TELAUTOGRAPHS LAST WEEK! 


NOT ONE STORE 


Ordered this service without making a complete in- 
vestigation as to its merits. Each store and each 
Bureau ordered our system installed because it 
solved a problem which had long been a vexing one. 
Not one store or Bureau has anything but praise 
for the accomplishments of this instrument, because 
it has eliminated worry regarding misunderstand- 
ings and, in a great many instances, has speeded up 
sales through the prompt granting of credit to 
worthy applicants. A list of the stores using this 
system will be gladly mailed to anyone interested, 
and without obligation, of course. If your store or 
Bureau is confronted with problems such as have 
faced our great many good customers who are now 
using telautographs, you owe it to yourselves to 
consult with any of the stores or Bureaus now using 
our equipment to discover the advantages they have 
obtained through using this modern system. 


The average credit man thoroughly realizes that 
without new customers and new sales, progress is 
impossible. The Manager of the Credit Bureau is 
very anxious to promote new sales and new ac- 
counts because such promotion means additional 
revenue for his Bureau. Telautographs furnish a 
speedy and safe means of communication between 
the credit men in the stores and the local credit 
Bureau. Being practically silent, this means of 
communication enables the credit manager to se- 
cure information in five minutes regarding new ac- 
counts that might take twenty-four to forty-eight 
hours if handled in the old way. Telautographs 
permit sales to be made today that might not be 
made until tomorrow or the next day. That fea- 
ture alone is sufficient to pay the slight compara 
tive cost of telautographs. Telautograph service 
along these lines also produces savings in labor and 
time. 


164 Executives Have Approved This System— 
Is It Not Worthy of YOUR Consideration? 


Telautograph Rentals Rarely Exceed $1.00 Per Day for Each Store! 
We Have a Branch Office Near You—Send for Our Man Now! 


(NO OBLIGATION—OF COURSE) 





TELAUTOGRAPH 


16 W. Gist St. 


WE DO OUR PART 


“CORPORATION 


New York City 
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By WALTER W. HEAD 


President, General American Life Insurance Company, 


St. Louis, Mo. 


retail credit man as he considers an eligible 

credit applicant, an applicant whose record 
qualifies him as to each of the time-honored 
“Three ‘C’s’ of Credit.” 

“Character,” the credit man says to himself. 
“Yes, this man has character. He is honorable. 
He lives cleanly. He has a high sense of personal 
responsibility. He is honest. He respects his ob- 
ligations. 

“Capacity? He has that, too. He has the 
proved ability to earn more than a sufficient in- 
come to take care of any charges we enter against 
his account. 

“Capital? He has ample capital. 

“This applicant is an ideal credit risk.” 


Presi ce with me the mental reflections of a 














Editor’s Note: 


Any list of outstanding American exec- 
utives would necessarily include the 
name of Walter W. Head, president of 
the General American Life Insurance 
Company. 

The author is doubly qualified to speak 
upon the subject concerning which he 
writes: The fourth “C.” 

Mr. Head is a former president of the 
American Bankers Association. As a re- 
sult he speaks not only from the view- 
point of the man who gives credit but of 
a man who knows whereof he speaks 
when he suggests that the fourth “C,” or 
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Chance, can be most adequately provided 
against through the medium of life and 
accident and health insurance. 

Mr. Head, in addition to his position of 
leadership in the field of life insurance, 
is president of the National Council, Boy 
Scouts of America, chairman of the Boys’ 
Work Committee and a director of the 
Chicago and North Western Railway 
Company, the Chicago, St. Paul, Minne- 
apolis & Omaha Railway Company and 
the United States Fidelity and Guaranty 
Company. 

His company holds membership in the 
Associated Retail Credit Men of Saint 
Louis and the National Retail Credit As- 
sociation. 


— 
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But, is he? What about Chance? Is any risk 
ideal when the element of chance has not been 
foreseen? Death wipes out Character at a single 
stroke, just as it erases Capacity. Death plays 
havoc with Capital in the case of most men; 
medical and funeral expenses, and all the expenses 
of a family deprived of its breadwinner must be 
paid. Other creditors, most of whose claims are 
prior to those of a retail merchant, must be paid. 

What about Chance? What about temporary 
illness, cr permanent disability that eat up Capital, 
destroy Capacity, and make Character ineffective? 

The answer is obvious. Where the element of 
chance is not taken into consideration, no credit 
risk can be ideal. In fact, as is even more obvious, 
Chance must not only be foreseen; it must be fore- 


stalled. 


The complete answer to the credit man’s fourth 


“Cis Life Insurance, plus Accident and Health 


Insurance. 

Nor is this fourth “C,” or the necessity of pro- 
viding for it, anything new in credit circles. No 
mortgage banker will commit himself to make a 
loan against a man’s home before inquiring about 
fire, tornado and other usual forms of insurance. 
For years, the trend among credit men associated 
with wholesale and manufacturing establishments 
has been toward tightening up the requirements 
for their customers’ fire and burglary insurance on 
merchandise in stock which has been purchased on 
credit. For years, bankers have been strong ad- 
vocates, and in some cases have required, protec- 
tive life insurance policies before committing 
themselves to lines of credit. More recently the 
same idea has penetrated through to the whole- 
salers and manufacturers. The more conservative 
credit men in these fields take no chance with 
Chance. 

The risk assumed in these fields is relatively no 
greater than that assumed by the retailer. In fact 
there is less risk because secured claims against a 
man’s estate come before unsecured claims. 

I have always understood that the primary pur- 
pose of the National Retail Credit Association is 
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to protect retail establishments from preventable 
credit losses. That the officers of the organization 
are keenly aware of the importance of the element 
of Chance in this program, is evidenced by their 
solicitation of this article. That their position is 
a sound one may be better emphasized if we con- 
sider the subject positively. 

Let us ‘suppose that the imaginary credit man 
with whose viewpoint we opened this article, does 
recognize the element of Chance and recognizes as 
well that it is an important factor in the credit 
world. Therefore, he requires that the applicant 
provide against Chance with adequate life, health 
and accident insurance coverage. Let us suppose 
further that after the risk has been assumed (and 
the fourth “C” is added) the element of Chance 
creeps in and as a result Character is made ineffec- 
tive, Capacity is destroyed, and Capital, in whole 
or in part, is swept away. 

Medical and funeral expenses are cared for by 
an insurance “clean-up” fund. An additional 
amount has been provided to liquidate or at least 
reduce the mortgage on the home. The bills owed 
to you, the retailer, are paid. AND, most impor- 
tant of all, you retain a customer! 

The man whom you have required to provide 
against Chance does not leave a poverty-stricken 
family. He does not leave a family faced with 
the sudden necessity of cutting down living ex- 
penses—and in all likelihood closing its account at 
your store. That man’s family retains Capital. 
It retains, to a large extent, Capacity. And the 
original applicant’s Character lives on in his fam- 
_ ily, thereby assuring prompt payment of your bills. 

Please remember that retail charge accounts, as 
a rule, are conveniences for an entire family. The 
credit man who is interested in continuing an ac- 
count on his books should always keep in mind 
the element of Chance. 

Of course, you will continue to give just and 
proper consideration to Character, Capacity and 
Capital, but don’t overlook Chance. You should 
see to it that your credit application forms contain 
a question about life and accident insurance, not 
only for your own protection but for the protection 
of your customer’s dependents. This question 
should be sufficiently pointed to elicit inquiries as 
to why you consider insurance of such importance. 
An explanation can easily be made that when the 
element of Chance is not foreseen the customer’s 
estate may be of insufficient size to liquidate in- 
debtedness and still care for dependents. But 
when the element of Chance is foreseen and antici- 
pated, you not only continue the account but also 
retain a customer whose purchasing power is not 
necessarily diminished. 








Are we not approaching the time, if it is not 
now here, when anticipation of the fourth “C” 
must be included as one of the essential qualifica- 
tions of the applicant for credit? Alert credit men 
will adopt the language of the banker who asks, 
“How much life insurance have you, and in what 
company is it carried?” 


Chas. A. Gerber Dead 


Chas. A. Gerber, President of the 
John Gerber Company, Memphis, Ten- 
nessee, died suddenly on March 9. 

He was born and lived in Memphis 
for sixty-five years. As a young man he 
entered the retail business with his father 
and became a business and civic leader 
of the city. Genial in manner and un- 
assuming in his success he was liked by 
everyone. His interest in charity and 


the public welfare made him a much- 
sought leader in all public movements. 


He was an enthusiastic supporter of 
the National Retail Credit Association 
and endorsed all the activities of his as- 
sociate in business, Mr. G. A. Lawo, 
in directing the affairs of that organiza- 
tion. 


Chas. A. Gerber 


As president of the Associated Re- 
tailers of Memphis he encouraged the 
adoption of many sound business prac- 
tices benefiting all the merchants of 
Memphis. 
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By A. C. PEARSONS 


Duluth, Minn. 


have more of them than those in any other line of 

business. They are obliged to deal with all classes 
from preachers to burglars, and every nationality under 
the canopy of heaven. They have to settle disputes be- 
tween man and wife, buy church supper tickets, and try 
to keep peace between the customer and the boss in order 
to get the coin and have them “come back for more.” 

They also have their hair turn gray at a tender age 
by trying to locate “SKIPS.” 

Speaking of “skips,” particularly so those who come in, 
select a good-sized bill of goods, take the salesman’s time, 
are brought to the credit desk, terms made, contract 
signed, money paid (down payment) and then the ship- 
ping department “have to do their stuff’: The mer- 
chandise is delivered, usually to a vacant house, and al- 


F ise moe of “experiences,” credit men probably 


ways in a hurry, and then when your first mail is sent 
them, the letter is returned marked “Moved and left no 
address.” 

Then is when visions of murder, slugging, and over- 
heated words pass through your mind with the rapidity 
of low wave lengths over your radio! You finally wake 
up to the fact that it’s another case of “daylight bur- 
glary.” You run your hands through your hair—if you 
have any left—look in the glass to see how many more 
have turned gray, grit your teeth and start out on the 
now cold trail. 

I had an experience such as outlined above, only a few 
years ago. It is still vivid in my mind, and the experi- 
ence gained, and the lesson taught, has impressed upon 
me what a wonderful thing it is to be able to say NO!— 
and do it diplomatically. 

A man and wife came into the store and selected goods 
amounting to $155.25, paid $25.00 down, signed a con- 
tract, told a plausible and straightforward story; he was 
working for a good firm, gave old and new address and 
also references, and all in as nice a manner as any I have 
taken on, either before or since. In fact he was so smooth 
and (apparently) so honest and frank, that I did not 
question his sincerity. (Since then I have made more of 















astudy in the art of character reading. ) 

Well, anyway, mail came back “Moved and left no 
address.” Investigation showed that he had worked only 
afew days with the firm named but they knew absolutely 
nothing of him or his friends; he had moved the day 
after we delivered the goods, but to where, no one knew. 
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My “Most Unusual” 
Credit Experience 


Secretary and Credit Manager, French & Bassett Co., 





Eighteen months passed, and still no clue. One eve- 
ning, while toasting my shins before the grate fire, and 
reading the evening paper, I ran across this heading: 
“JOHN IKAM” arrested for burglary at _... Wiscon- 
sin. The article went on to state what a good haul he had 
made, and that his home was in a Wisconsin city near 
Duluth. 

The following day, and after a sleepless night, and 
knowing they lived in a tough section, I got our attorney, 
and with two hard-boiled truck drivers, we journeyed to 
the city in which they lived. 

The attorney, with all necessary papers for quick ac- 
tion, went direct to the police station and informed them 
what it was all about, and to await a “hurry-up” phone 
call in case of trouble. 


The drivers parked the truck out of sight of the house, 
and one of them stood where he could watch the door 
and await a signal from me to back the truck up to the 
house. 

I went to the door and knocked. A man about 5 feet 
11 inches, dressed in a lumberjack outfit, and wearing a 
slouch hat answered. 

I said, “Is John in?” 

He said, “John who?” 

I answered, “John Ikam; who do you think I mean?” 

He said, “No, he’s uptown.” (I knew he was in jail.) 

“Ts Mrs. Ikam in?” 

“Maybe, I’ll look.” 

In the meantime, I went in, without invitation, and she 
came in from the kitchen. I recognized her at once, and 
told her who I was and that I wanted $130.25 cash, 
right then, or the goods. 

During this time, two other hard-looking individuals, 
hats on, unshaven, came into the room (three to one). 
I sized them up, backed up to the wall (safety first), 
made up my mind to stand pat and put up a good bluff, 
looked each of them square in the eye, showed my teeth 
so I could better impress them that I was not afraid of 
them. (I weighed only 180 pounds, but when I’m mad, 
I weigh a thousand.) 

She said she had “no money” and would not give up 
the goods, and I informed her that I did not come over 
to carry back excuses; that I was going to take back the 
money or the goods. Again she said “no money.” 
(Continued on page 32.) 








through a series of articles he wrote which were so 
short and consisted of such well-known facts that he 
was accused of collecting a lot of money for stating the 


T HE late Calvin Coolidge made quite an impression 


obvious. 

My rate per word is considerably less than that of our 
late President but my article is similar to those he wrote 
as | am going to give a few facts about credit extension, 
the collection of accounts and the value of a credit bureau 
that are “the obvious.” 

The attitude of the day is that of a liberal policy in 
extending credit, but with close collection of accounts. 

Credit should be extended in this day of the vanishing 
(?) depression in the same manner as prior to the de- 
pression. If a man (or woman) has a job which gives him 
sufficient income to pay for the amount of merchandise 
invelved, his home and bank conditions are good, and he 
has been a fairly good paying customer in the past, he 
should be given a charge account without any hemming 
or hawing. 

You can’t give him credit if he has no job, or skips 
around from home to home, or has no bank account, nor 
can you give him credit if he has not paid his bills 
promptly. He doesn’t have to have an A-1 credit record 
as a man may have been slow with some stores because 
they never impressed him with the necessity of prompt 
payment. Of course, if he had to be sued, that puts him 
out of the picture. 

Some stores turn down too many accounts. They have 
a large percentage of declinations and point with pride 
to a low credit loss that is almost unbelievable but—they 
may have been so strict in their requirements that they 
turned down a great many people who would have been 
profitable customers because they didn’t dare to take a 
You have to take a certain amount of chance 
You can’t steal second by keep- 


chance. 
because that is progress. 
ing one foot on first base! 

It is better to have a normal loss in bad accounts and 
a larger volume of business than to have a sub-normal 
loss and a smaller amount of business. 

Have a liberal credit policy but counterbalance it with 
a close collection policy; and, what is a close collection 
policy? First, you should have a distinct understanding 


with every new customer as to your terms. In writing 


The “Big Bad Wolf” 


of Retail Credit 


By A. B. BUCKERIDGE 


Executive Secretary, The Credit Bureau of Greater New York, Inc., 


New York City 


him that the account has been opened, be certain to state 
that you expect payment within thirty days, or, in the 
case of installments, on the specified dates. 

When an account has not been paid within 45 days 
from the first of the month following the purchase, then 
start in your series of reminders. Send an extra state- 
ment in the middle of the month because that is a very 
nice and friendly manner of advising your customer that 
he may have overlooked the regular bill so you are send- 
ing him another. 

From all the policies that I have heard and read about, 
I think that the one of a large New York department 
store is the best. When the account of a new customer 
had gone three months without being paid in full, it was 
closed against further purchases until paid. At this 
point they had a very distinct understanding with the cus 
tomer that 90 days is entirely too long. 

The store finds that new customers thus checked up 
become educated and do not repeat the delinquency in 
the future. They become acclimated to the fact that 9% 
days is the deadline. They are told that payment is ex- 
pected in 30 days although no criminal offense is com- 
mitted if another 30 days is taken by the customer. 

With the average customer, the account is open to pur- 
chases until the end of the fourth month, after which it 
is closed and the above procedure followed. 

With old and valued customers, the time allowed be 
fore the account is closed will run 5 or 6 months but m 
longer, not even if the debtor has blue blood and owns 
polo ponies. 

That store doesn’t use the words “New,” “Regular” 
and “Valued.” They classify them as “Unimportant,’ 
“Important” and “Very Important” customers for the 3 
4 and 6 months’ limits. 

In dealing with a customer who is delinquent, always 
set a definite time when a payment is to be made, 
matter how hopeless the condition the debtor is in. !f 
the customer won’t set a date, do it for him even if yo 
have to yell it as he backs out the door! Then you @ 
follow up the claim at that date with much more succt® 
There are too many accounts where a store gives up hope 
regards the case as hopeless and failing to follow up* 
claim, fails to cash in when the debtor is in a position" 
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This apathy in giving up a case as hopeless is shown 
by the consistent lack of attendance of retail creditors 
at bankruptcy meetings. Many a man goes bankrupt 
owing a number of retail stores, not one of whom are 
represented when the wake is held to determine what 
hope there is for those holding the bag. 

Incidentally, there are two classes of unprofitable cus- 
tomers. One is the genuine deadbeat who didn’t intend 
to pay in the first place. The only way you can elimi- 
nate him is through reporting your bad accounts to the 
bureau and checking each new account through the bu- 
reau files. 

The other customer is the one who is willing to pay 
and can pay but because of poor judgment overbuys and 
consequently cannot pay. You must help this customer 
through setting a limit to his or her purchases and pre- 
venting him from overloading. Many stores hesitate to 
tell nice people that they are buying too much, which is 
fatal, as such people are so constituted that they must be 
cautioned for their own good. 


What should you do when a customer is in financial 
straits and comes to you with an offer to settle for so 
many cents on the dollar? One thing you shouldn’t do 
and that is to accept the first offer. That first offer is 
Tell the debtor you will think it 
over which will give you an opportunity to have the 
bureau check up and find out what is best. Where a 
debtor is in real bad circumstances, it is better to accept 
acompromise than to charge off the entire debt by having 
the debtor go through bankruptcy. Just be sure that the 
compromise is all that the debtor can pay. 

When a man goes through bankruptcy you should be 
very careful about opening another account with him. 
The first time a man goes bankrupt it is an ordeal for 
him but after the first experience it is very easy for him 
to seek the same way out again. It’s just like eating 
olives. 


merely the overture. 


The more than average person today always has more 
bills to pay the first of each month than he has money 
to pay them with. Some bills have to be held over, and 
itis a positive fact that the creditor who is most urgent 
to get his money gets paid first. So, if you have a close 
collection follow-up, you will get your money while those 
who don’t will tell you how terrible collections are. 


Collections are better than last year. They are bet- 
ter than two years ago. The people who are charging 
merchandise today either on open or budget accounts, are 
good risks. 
in a manner that will be very satisfactory. 


If they are treated right, they will pay you 


In New York we keep a record of 20 very large stores 
showing how their percentages of collections each month 
compare with the same months of last year and the year 
before. (See comparative table at bottom of page.) 

For February we have received reports from 16 stores, 
14 of which show increases and only 2 show decreases. 
The average increase over February of last year is 3.25, 
which shows that promptness in paying accounts is still 
an indication, a definite sign, that people have much more 
money which surely points toward better times. 

Times are changing. It was only a few years ago 
when the fact that a person owned property was con- 
sidered very beneficial to his credit standing. Today the 
statement that a man owns property may mean that the 
small income he has left is all spent in paying taxes or 
interest on the mortgage so he won’t lose it entirely. 

I had a case the other day where a man formerly earn- 
ing $30,000 a year was down to $5,000 a year. He 
owned a piece of property which cost him $30,000 to 
build, on which he had a $20,000 first mortgage and an 
$8,000 second mortgage. How much income will he 
have left after he has paid his taxes and interest? 

The assessed valuation of a piece of property today is 
no indication of its value as the assessment is an inflated 


value because of high taxes. 


So, when you secure a credit report today and find 
that a man owns property, you have to have the prop- 
erty checked, too, in order to find out whether his taxes 
are paid and whether he is “interest poor” and whether 
the equity is even worth trying to figure out. 

Another factor in credit granting is the fact that 40 
per cent of the money is in the name of the woman. You 
will find many cases where a woman marries a man who 
has a poor credit record and she is refused credit because 
of the bad accounts in the spouse’s name. Yet, in her 
own right, she is the best credit risk available. 

The result is that bureaus have to have two reports on 
one family, one in the name of the husband, and the other 








New York's “’Twenty-Store’’ Monthly Collection Comparison 


Sept. 1931 (Decrease)_..__.__- 3.45 Sept. 1932 (Decrease)_._______ 2.08 Sept. 1933 (Increase) -...___-- 2.52 
Oct. 1931 (Decrease)_.._____- 3.00 Oct. 1932 (Decrease)_.._____- 74 Oct. 1933 (Increase) -.------- 2.21 
Nov. 1931 (Decrease)___.____- 1.69 Nov. 1932 (Increase) -.._____- 1.51 Nov. 1933 (Increase) -.------- 1.90 
Dec. 1931 (Decrease)________- 1.23 Dec. 1932 (Decrease)_.______- 91 Dec. 1933 (Increase) -_------- 3.32 
Jan. 1932 (Decrease)_________ 3.46 Jan. 1933 (Increase) -._.___-- 1.56 Jan. 1934 (Increase) -_.-.---- 2.13 
Feb. 1932 (Decrease)_________ 1.58 Feb. 1933 (Decrease).._._____-_ 02 Feb. 1934 (Increase) __------- 3.25** 
Mar. 1932 (Decrease)________- 185 Mar. 1933 (Decrease).._______ 3.94* 

Apr. 1932 (Decrease)....____- 1.52 Apr. 1933 (Decrease)-_-_..___- 85 

May 1932 (Decrease)_.....__- 2.51 May 1933 (Increase) _.....___ 2.89  *(Bank Holiday) 

June 1932 (Decrease)_...____- 2.88 June 1933 (Increase) __._..__- 2.72 **(16 stores) 

July 1932 (Decrease).....____ 3.53 July 1933 (Increase) _.._.___- 4.54 

Aug. 1932 (Decrease)..._____- 1.41 Aug. 1933 (Increase) -._.____- 3.44 


APRIL, 1934 


















in the name of the wife. We even get notices in New 
York City of wives who will not be responsible for their 
husbands’ debts. It’s like the husband who advertised 
that as his wife had left his bed and board, he would not 
be responsible for her debts. In the next day’s paper she 
had an ad which stated that it didn’t make any differ- 
ence as he had never paid his or her bills anyway. 


If an applicant has several good accounts and one that 
is slow, check up to find out whether the delinquency is 
because of a dispute. 


One of the latest developments is the pooling plan ar- 
rangement whereby stores refer to the bureau individ- 
uals who owe so many creditors that they are dizzy try- 
ing to contact all of them at the same time to explain 
why they haven’t been able to pay anybody. 


The bureaus find out how much the individuals owe, 
how much they need for food, shelter and clothing and 
the balance is paid to the bureau, and as sufficient funds 
accumulate, they are prorated among the creditors ac- 
cording to the respective amounts owing to the total in- 
volved. 


In this way a great many individuals who are honest 
and wish to pay are relieved of the pressure from each 
separate store, can work with a clear conscience and when 
they are paid up, their credit record is restored. 

The only drawback with the pooling plan is that most 
of the debtors come to the bureau too late. Their in- 
comes are so small and their debts are too large. The 
result is that they cannot give enough per payment or 
make enough payments to continue the plan. Some of 
them lose their jobs after a few payments. Others come 
to the bureau mostly to avoid a garnishee. They are the 
forgotten men of the credit world and it is fortunate that 
their percentage is very small. 


While I previously made the statement that you 
should have a liberal credit policy, and that you can af- 
ford to take a chance, may I amplify the statement by 
stating that you must at all times have the proper credit 
information. Without all the necessary data, it becomes 
If you want to gamble, do it with dice as you 
will be far better off than to gamble by opening charge 
accounts with no or inadequate credit information. 


a gamble. 


The question of installment terms is of paramount im- 
portance as more and more goods are being sold on the 
partial-payment system and there is every indication that 
increased sales along this line will play an important part 
in the journey back to normal times. 


But, in every city in the land, there must be proper 
safeguards to installment selling, and the first safeguard 
is adequate terms. It is fatal for merchants to compete 
in terms. They should confine competition to quality 
and service, both of which depend on their efficiency. 
But, anybody can institute terms that are unsound. Low 
down payments and too many months to pay cause a 
flood of applicants who cannot or will not pay and while 
a merchant may get volume, he loses in the end which 
usually isn’t far distant. 
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The credit men in like lines, by which I mean those 
selling the same type of merchandise, should get together 
everywhere and agree as to the lowest terms which can 
be extended safely. Then, with proper information from 
the credit bureau, they can sell to their heart’s content, 
knowing from the vast experience of the past, the ac- 
counts they place on their books will be paid in sufficient 
cases to insure a profit. 

But, just as soon as they throw experience aside and 
gamble with too low down payments, they are merely in 
business for their health, which is soon impaired when 
they have to borrow additional capital to continue, and 
their health is ruined entirely when they check up on the 
uncollectible accounts. 

Believe it or not, but the law of credits shows that the 
lower the down payment, the higher the credit losses and 
the higher the down payment, the smaller the losses. 


You form the habits of installment customers during 
the first two or three months. Let them miss one pay- 
ment without calling their attention to the delinquency 
and they will become careless and miss other payments 
just as sure as the law of gravitation pulls objects back 
to earth. Let a customer get away with a $5.00 pay- 
ment when the contract calls for $10.00, and you can 
bank on the contract being extended to an endless period. 

Do the same as the banks and insurance companies by 
sending advance notice to debtors when payments are due. 
And, when a payment is missed, be on the front door- 
step with the milkman even if your collector has to call 
on his way home from lodge. If a debtor sends only a 
part payment, let him know distinctly that the balance 
is in default so he will make it up on the next payment. 

More than 60 per cent of the accounts which firms 
send to collection agencies are uncollectible. The debtors 
either do not have the money or do not have the incli- 
nation to pay and to back up that inclination their af- 
fairs are so arranged as to make them judgment-proof. 

You can send your delinquent accounts from one col- 
lection agency to another and that 60 per cent will still 
have to be thrown’in the waste paper basket in the end. 

Every credit bureau handling collections sighs in dis 
may as the accounts received for collection are looked 
over. Too many of them are against people who should 
never have been extended credit in the first place. A 
call for a report would have saved a certain loss. 

The only way to avoid those uncollectible accounts is 
to secure a report on every new customer. Turn down 
those individuals who did not pay others. And, when 
you find that an account is hopeless, immediately notify 
the bureau so that your fellow-merchants will be able to 
avoid the same experience. 

And here is another law of credits that is a true fact 
The longer you hold an account before turning it ove! 
for collection, the smaller is your chance of realizing 0 
the claim. If your work has not produced results, givt 
it to your collection agency. You will profit in the long 
run as it isn’t the commission the agency charges, but 
the net amount you realize on! 


The CREDIT WORLD 
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OOD credit and collections are as vital to the 
G welfare of any institution as its sales. It is there- 

fore important that the credit executive coop- 
erate in the upbuilding of good credit and through this 
medium build business for his institution. I have a few 
statements and figures here which I obtained from the 
February 3 issue of Business Week, which I think bear 


repetition at this time: 


“Signs are unmistakable that business will improve for 
the next six months. Our own estimate is that increased 
purchasing power directly traceable to governmental 
spending will amount to $77.50 for every man, woman 
and child. It will be $387.50 per family—or rather, it 
will be somewhat less than this for city families, and 
about $416 for each farm family. Our figures include 
the indisputable items of 867 millions in direct payments 
to farmers; 234 billions in direct relief through CCC, 
CWA and loans to states; 3 billions for Public Works, 
1 billion in RFC loans for construction projects not 
duplicating PWA; and 175 millions for emergency hous- 
ing, subsistence homesteads, and TVA. 

“Our estimates also include something more than 1% 
billion of increased prices on farm products, due to the 
AAA program. That such disbursements are promptly 
reflected in business pickup already has been tested and 
proved. Automobile purchases in fourteen agricultural 
states showed an increase of more than 100 per cent in 
October over the same month of 1932. Mail order 
houses dealing with farmers showed 20 per cent gain in 
December over the same month of 1932.” 

From these figures you can readily see how conditions 
are improving and you will agree there is an opportunity 
for us in our field of endeavor to develop some business 
if we are on our toes. On February 28, twenty years 
ago, the Associated Retailers of Omaha opened up their 
offices with 40,000 master cards in file. Today they have 
a membership of over 600 small and large firms and pro- 
fessional men. ‘They have today over 400,000 master 
cards in file. This you can see is of inestimable value 
to their members and especially so to the credit execu- 
tives. 

Personally, I am a great hand to secure the names of 
the applicant’s relatives when taking an application for 
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The Outlook 


for Retail Credit 


By HARRY O. WRENN 


Credit Manager, Nebraska Clothing Company, 


Omaha, Nebraska 


An Address Before the Joint Meeting of Council Bluffs and 
Omaha Credit Granters, Council Bluffs, lowa, February 14, 1934 


credit. This information is not always passed on to the 
credit bureau and when I clear my files of old application 
cards I pass them on to the bureau so that they may 
transfer what other information is contained on the cards 
to their master cards which, of course, improves the in- 
formation they already have. 

However, I’ll admit I also have a selfish motive in 
doing this—for I know I can always refer to the credit 
bureau should I have occasion to need any information 
on an old customer, for the bureau’s master cards are 
always available where my office records after a period of 
years would, through necessity, be cleared of this old 
information. In other words, a credit bureau is a safety 
deposit box for the retailer, as it keeps such valuable 
information on file at all times. 


Credit executives should make thorough inquiry on all 
applications and recheck same where the account has not 
been used for a considerable length of time. In taking 
an application the credit man should always secure the 
applicant’s full name, his old and new address and, if 
the applicant is a newcomer to the city, be sure and get 
his former address, obtain the references of stores where 
he has carried charge accounts, where he is employed and 
the bank with which he does business. In asking the 
bureau for a report, be sure to give the applicant's full 
name. 

Our Omaha bureau maintains a delinquent letter serv 
ice. This is a series of three letters sent out by the 
bureau on its own letterhead and the letters are sent ou! 
at seven-day intervals. The cost for this service is very 
nominal and I find we have obtained very good result 
on delinquent accounts from the use of same. 


Each year every store should turn a complete list of it 
“profit and loss” accounts over to the bureau so that 
they may have this information on their records for theit 
(the bureau’s) benefit as well as the benefit of their othe 
members. 

The credit executive should execute the following * 
a part of his regular daily routine, and submit same to the 
bureau each day: 

List all new accounts opened, with addresses. 

List accounts reopened. 
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List accounts refused—‘“refused to reopen’”—and ac- 
counts to be considered. 


Also include accounts closed, giving last ratings on 
(This eliminates the necessity of the bureau call- 
ing you for ratings on accounts which you have closed.) 


same. 


The bureau should also be furnished with changes of 
addresses, notified of divorces or any unusual reports of 
unjust claims, also cases where an unusual amount of 
merchandise has been returned. When turning accounts 
over for collection, it is important that you make mention 
of such names to the bureau, also. 


Also report all “insufficient fund” and “no good” 
checks. 


The greatest problem confronting the credit man to- 
day is the individual bankruptcy law. In the past five 
years individual bankruptcies have increased 77 per cent. 
You can readily see what a serious situation this has be- 
come and it is up to the credit executives to endeavor to 
the best of their ability to improve this condition. The 
National Association for some time has had a bill in the 
House which would, if passed, improve the present bank- 
ruptcy law materially. 

Our local bureau recently installed a “pro-rate” de- 
partment. This, we believe, will eliminate, in some 
measure, persons going into bankruptcy if the credit men 
will work together and pool their accounts in the bureau. 
It may take a little longer to get the money through this 
procedure, but it is better for us to wait a few weeks or 
months for money due us, and get it, than to have the 
party go into bankruptcy, 


In a statement recently made by Professor Phelps of 
the Department of Economics of the University of Chat- 





tanooga, he said in part: “Credit men are accused of a 
great deal of this depression. . . . The credit man should 
not be a mere bookkeeper, he should be classed as a 
professional man, guarding against loose and unsafe credit 
risks... . There are few progressive credit men . . . many 
that don’t mix and learn but just stay in a rut.” 

And I am inclined to agree with him, for there are a 
great many of us who, especially under trying times such 
as we have gone through, have often felt like saying “let 
the other fellow do it,” but it is up to us now to be wide 
awake—to study the credit conditions as they exist and 
to face them with the determination to get results. 


The credit executive should have a vision. You 
know they say there is a bird in South America that flies 
backward. He sees where he is coming from but cannot 
see where he is going. Don’t let us be like this bird. 
Let us head forward so that we can see where we are 
going. 

We know where we have come from and should be 
interested enough in what we are doing to at least have 
a pretty good idea of where we are going—at least to 
have our eyes on our objective. Close cooperation be- 
tween the credit granters and the credit bureaus will re- 
sult in a better credit service, and in this respect we will 
give better service as credit men to our institutions. 





POSITION WANTED 


CREDIT WOMAN—Twelve years’ experience 
(nine in executive capacity), capable, dependable, ex- 
Available because of liquidation. 


cellent training. 
Employed but desires opportunity. Best references. 
Address Box 43, Credit World. 





PROXY 


DELEGATE NATIONAL RETAIL CREDIT ASSOCIATION CONVENTION 
MEMPHIS, TENN., JUNE 19, 20, 21, 22, 1934 


TO THE NATIONAL RETAIL CREDIT ASSOCIATION: 


I, a member in good standing of the National Retail Credit Association, do hereby appoint and 


EERE EI re Aster P Calan ANNO RASTER E AT 


as my proxy, to act as my attorney and in my stead vote my membership at the Convention of the 
National Retail Credit Association, held in Memphis, Tenn., June 19, 20, 21, 22, 1934, for the election 
of officers or on any other matter upon which a vote is taken. 


Witness: 


Proxies can only be voted by a member in same or adjoining state as signer of proxy. 


APRIL, 1934 
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N DISCUSSING a proposed community credit policy 
with various merchants it is extremely interesting to 
note that so many of them are interested in what their 

competitors are doing or what they are going to do or 
what their policy is going to be in connection with the 
extension of credit. Many merchants appear to be more 
interested in what their competitors are doing than they 
are in the adoption of a definite credit policy which will 
of course give greater profits to any line of business. 

It seems to us that such an attitude is entirely beside 
the question because each business concern is in business 
to be of service and make a profit. However, no mer- 
chant can ever make any money on an unprofitable ac- 
count and what the policy of any competitor is relative 
to accounts with people who do not pay should not be a 
cause of worry to anyone except to those competitors them- 
selves. 

Let’s take one line of business and try to discover just 
what the effect would be if a definite community credit 
policy should be adopted governing that particular line 
of business. For the sake of argument we will discuss the 
furniture business although the same reasoning will apply 
to any other line of business. 

For illustration suppose there are five outstanding 
furniture dealers in my own city (Kalamazoo). It will 
be admitted that there is only just about so much furni- 
ture business in this trade area and we will assume for 
the sake of this discussion that this business is divided 
among these five dealers in proportion to their appeal to 
the buying public and to their ability to serve satisfac- 
torily. 

Let us assume that the available volume of furniture 
business in the Kalamazoo trade area is $500,000.00 and 
that it is equally distributed among the five dealers and 
that 5 per cent of this business is unprofitable. Just so 
long as the unprofitable business is equally divided each 
dealer will experience the same percentage of unprofitable 
business. Assume that 5 per cent of the furniture busi- 
ness in this area is unprofitable and that $500,000.00 is 
the amount available, the unprofitable business figured at 
the rate of 5 per cent would be $25,000.00. 


Now let’s assume that one of these stores decides that 
its percentage of unprofitable business is too high and it 
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ractical Results of 
Community Credit 


Cooperation 
By W. M. MILHAM 


Secretary, Kalamazoo Retail Credit Association, 


Kalamazoo, Mich. 


determines to check every sale through the credit bureau 
and decline to sell to all people with unsatisfactory credit 
records. Do you believe that store will lose money and 
business or will it make more money in proportion to 
the amount of business it does? You should know the 
answer. 


The proprietor or manager of that store which deter- 
mines to carefully check all prospective credit buyers 
knows that his losses should not be more than one-half of 
1 per cent and certainly should not exceed 1 per cent 
even under adverse circumstances. He also knows that 
if his action is followed up through the year intelligently 
it will reduce the credit losses to at least 1 per cent. 
Perhaps he will do a little less business and will un- 
doubtedly haul in less used furniture but when the end 
of the year comes around he will make a much better 
financial showing. 

What particular interest will the other stores have in 
the action of this manager who decided to check his 
customers? It will have a greater effect than will be 
realized without carefully considering the whole situation. 

Let us not lose sight of the fact that there is only $500,- 
000.00 of available business. It must also be remembered 
that those customers who are refused credit by the one 
store will try to satisfy their desires for new furniture if 
it is humanly possible to do so by buying from the other 
stores. 

Five per cent of $500,000.00 amounts to $25,000.00 
and if store No. 1 eliminates its share of $5,000.00, a 
large part of that will have to be absorbed by the other 
four stores. Therefore the losses of each of those four 
stores instead of being $5,000.00 in bad accounts will 
amount to $6,250.00 each! 

Now—let us assume that instead of one of those stores 
checking up closely and eliminating bad accounts at their 
source, two stores adopt that policy. Under these cir- 
cumstances the other three will have $8,333.33 of bad 
accounts instead of $5,000.00. If three stores of the five 
adopt this policy and the other two do not, those two will 
absorb losses of $12,500.00 of bad accounts each year in- 
stead of $5,000.00. Not only this but they will have 4 


severe problem on their hands to stay in business at all. 





(Continued on page 32.) 
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TO MY BOSS 





if he wants me to be a better Secretary 


not want to bother you during of- 
fice hours, particularly at a time 
like this. 


| AM writing this note because I do 


You are patient with me, and you 
make an effort to conceal your irri- 
tation over the occasional misspelled 
words, incorrect capitalizations, or 
grammatical errors that somehow 
creep into my work. To err may be 
only human, but I know that we can 
not afford errors. I want to do better. 


I need some assistance more depend- 
able than merely asking others in the 
ofice when I am uncertain. That not 
only wastes time, but still leaves room 
for _ dangerous element of guess- 
work, 


Now there is something I wish you 
would do to help me give you better 
work. An absolutely unique book has 
just been published, called THE 
SECRETARY’S DESK BOOK, which 
combines a Complete Dictionary with 
acomprehensive Manual of correct us- 
age and business practice. It not only 
answers all questions of Style, Gram- 
mar, Punctuation, Abbreviations, Busi- 
ness Letter Writing, Diction, Spelling; 
Combining Words, and so on, but it 
gives actual examples so that I can’t 
£0 wrong. 


It even contains such invaluable ex- 
tra helps as whole sections on Writing 
Reports, Filing, Minutes of a Meeting, 
Legal Forms, Planning Itineraries, 
Telegraph, Cable, and Radio, Manu- 
scripts, Copyrights, Trademarks and 
Patents, Bibliographies and Indexes, 
Parliamentary Procedure, Resolutions, 
Reference Sources—in fact, everything 
vital to the successful execution of 
my duties. And in addition to the com- 
plete dictionary there are special in- 
dexes of Business Terms, Foreign 
words and Phrases, Weights, Meas- 
ures, and Standards, Persons and 
Places, Signs and Symbols. 


Will you permit me to send for this 
book? If you will OK the order, I 
should like to get it at once, with the 
promise that I will use it and study 
it conscientiously. And by helping me 
in this way, feel that I shall be 
helping you, too. I shall be sincerely 
grateful to you for your approval. 


yon 





YOURS TO USE FOR 5 DAYS 


SEND NO MONEY 


Secretaries to many of the most prominent 
men in America are highly enthusiastic over 
this new 1287-page, thumb-indexed SECRE- 
TARY’S DESK BOOK. Let us send you a 
copy with our guarantee that not only your sec- 
retary, but everyone in the office will find it an 
indispensable source of daily reference. Any- 
one who uses words—who must rely on them 
to give the best impression of his firm and of 
himself—who wants his correspondence and his 
daily work to be correct, effective, and a credit 
to him—can profitably use this remarkably com- 
plete new source of help. Clip and mail the 
coupon below without money (unless you so 
prefer). When postman delivers the book to 
you, pay him only the price of style selected 
plus a few cents postage. 

Then let this remarkable volume prove its 
value. See for yourself how quickly it will 
improve your correspondence and every item 
of office work. See how much you will wish to 
refer to it,—and how readily it will put exactly 
the information you want right at your finger- 
tips. But if at any time within five days—for 
any reason—you wish to return the book, we 
will immediately refund the amount you paid. 
That is how convinced we are that once you 
have seen this immensely practical, helpful 
volume “at work,” nothing could take its place. 
Mail coupon today to The John C. Winston 
Co., 900 Winston Bldg., Philadelphia, Pa. 








“REAL HELP” Say these Secretaries .. . 


“This book is inveneaaee to any secretary and I would recommend it 
ty A. a” woe to Mr. du Pont, E. I. 


without reservation.’ 
DU PONT de NEMOURS. & CO 


“Without a doubt a o - complete, handy volume of practically all 
C. Q. Leach, Secy. to the President, 


the helps a secretary needs.’ 
NEW YORK LIFE INSURANCE Cc 


“A very valuable part of the equipment of a secretary’s desk.”—L. O. 
Chasey, Secy. to the Governor, STATE OF INDIANA. 


***Immediately upon publication the METROPOLITAN LIFE IN- 
SURANCE CO. ordered 57 copies—one for each stenographer in its 


Transcription Dept. 


THE JOHN C. WINSTON CO. 


—® $00 Winston Bidg., Philadelphia, Pa. 


Name 
Address 
City 
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©) Bound in semi-flexible Art Fabrikoid, 


When postman delivers it, 
selected plus a few cents postage, and you agree that if at any 
time within five days I wish to return the book to you, I may do 
so and you will refund in full the amount I paid. 


PLEASE send me THE SECRETARY’S DESK BOOK, 
comprising 1,287 pages. 


©) Bound in cloth, thumb indexed, $2.90. 


thumb indexed, $3.50. 
I will pay him the price of style 


State ns cee ctedsediee 


DO If you wish to save postage costs, inclose the price of style 
selected with this coupon and book will be sent postpaid. Same 
return privilege applies, of course. 













THE PRESIDENT’S 
MESSAGE 


ARTHUR P. LOVETT 
President National Retail Credit Association 






















A Good Selling Talk ; 


National Membership will bring to you The m 
Crepir Wor tp, official publication of the Na- 
tional Retail Credit Association. Cost, $5 per de 
year. The material published is of use to the pr 
credit executive. We do not hesitate to recom- of 
mend it. 


—Bulletin of Merchants’ and Manufacturers 
Assn., Phoenix, Arizona. 








Remember Memphis 
and the dates - - 


June 19-22, 1934 
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Credit Problems 


of the Coal Business 


By ETHEL GARDNER THAYER 
Office Manager, The Gardner Coal and Material Co., 





V4 






Wichita, Kansas 


art that every credit manager and granter strives 

to master. After many years of experience in the 
retail coal business, I feel (very much like the donkey, 
gazing with greedy longing at the green grass over the 
ferice) that any other line of credit granting would be 
easier. 


C ise in granting, in any line of business, is an 


In sunny Kansas we have only about six or seven 
months of brisk sales while other merchants have twelve. 
We do not have, on the whole, the class of trade other 
dealers enjoy—since gas and oil have poached on our 
preserves and taken a large percentage of our better class 
of customers. 

Coal is a commodity that is not bought until necessity 
demands it, and then we meet with a handicap in sell- 
ing. Except to acquaint the public with the firm name 
and establishment, advertising does not always bring the 
desired or expected results that other merchants gain from 
it. 


We seldom have a special bargain to offer and the best 


we can do is wait until King Winter swoops down with 
icy blast on Mother Earth and her children. Then does 
the retail coal credit granter become a “Vigilante Com- 
mittee” of one! 

The fundamentals of credit—character, capacity and 
capital, must needs remain the same—but we of the coal 
industry must add three more “C’s”: Courtesy—to estab- 
lish the customer’s faith, that he will be well served; 
Courage—to carry out our terms of sale once stated; 
Caution—to determine, intelligently, the worthy account 
and to neither oversell nor undersell in distressing times. 

Then the credit granter must further develop his 
psychic powers, keep ever alive his faith in human nature, 
follow every intuition and, though we scoff—the slightest 
hunch is not to be overlooked. Even then there is yet 
work to be done. Patience, persistence and tact must 
still be exercised to see that the payments are made as 
agreed and the policies of the firm carried out. 

With the small margin of profit—the loss of even a 
small account is a large item to the retail coal merchant 
and, in this, more than any other business, the zenith in 
credit granting must be attained, if the balance sheet is 
to show profit. Other merchants may reclaim and resell 
the radio, piano and automobile—the fur coat, only 
slightly worn—the stove, not damaged (much)—the 
furniture that still looks new. One may place a lien on 
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the house and eventually, with a minimum of loss, collect 
for the materials used. 
salvage in the ash pile—is all loss! 


But the coal—there is no 


To prove the old adage, “Great oaks from tiny acorns 
grow,” let me describe a recent happening: Recently, 
during a severely cold period, a colored fellow came in 
one day and produced a card showing that he was in the 
Government CWA employ and had his pay coming on 
Saturday—and wouldn’t I—‘“‘Please kind lady”—let him 
have just a little bit of coal till then, when he “sholy” 
would pay, “fore de Lawd” he would! 

Grinning from ear to ear—white teeth sparkling—he 
““lowed” he had a little new baby at his house and he 
“jes had to keep dat baby and his mammy warm.” Well 
—a baby—black or white, has to be kept warm, and I 
let him have the coal. 


Saturday came all right—but no coon—no money! 
Sent to the address, my collector found no such person— 
then nor since. Where he got the CWA card, I’ll never 
know, but within a week—no less than six new pickanin- 
nies made their debut in that vicinity and the same 
“donation” was requested—but the kind lady’s heart had 
frozen with the blizzard! 


It can be truly said that the life of the credit manager 
in a retail coal business is no bed of roses for—though it 
is a “black business and we try to treat ’em white’— 
there is always the irate customer who comes back with— 
“it is a dirty business—but you clean ’em good.” 


> »> » 


It is necessary to be assured on several points when 
you place accounts for collection with a third party. Not 
the least of which is this one: “Can you collect from the 


collector after he collects?” 


—Business Men’s Assn., Fairmont, W. Va. 
> >» » 


—Twenty-First Annual Convention—Memphis—June 
19-22, 1934. 


i ae 


Resignation of D. J. Woodlock 


D. J. Woodlock has resigned as Manager-Treasurer 
of the National Retail Credit Association, effective at 
once. Mr. Arthur P. Lovett, President, is temporarily 
in charge of the National Office. 









HEN Russell Sage died he left his vast estate 

to Mrs. Sage. Mrs. Sage announced that she 

expected to give away most of this money dur- 
ing her lifetime, and she wanted to give it away to in- 
dividuals as well as institutions, that the general living 
conditions might be improved. 

When this became generally known she was besieged 
with letters from self-respecting individuals asking help, 
as well as many letters from institutions. She employed 
several social workers to segregate these letters and to 
make investigations. W. Frank Persons, formerly Direc- 
tor-General of the American Red Cross, who has spent 
a greater part of his life in social work, and later was 
Executive Vice-President of the American Association of 
Personal Finance Companies, was engaged by Mrs. Sage 
as one of the workers in this undertaking. 

I heard Frank Persons say that in two years he handled 
over sixty thousand letters from individuals who had 
been caught in the clutches of what they termcd “loan 
sharks.” They had borrowed money from unlicensed, un- 
regulated institutions, and were paying at the rate of 30, 
40, 50, and in some cases 500 per cent per month for the 
use of the money. 

The Russell Sage &oundation investigated these in- 
dividuals, and after a thorough investigation made by 
economists, sociologists, and financiers, they found that 
there was a real need for a small sum of money in the 
lives of these families to tide them over emergencies. The 
Sage Foundation began immediately to find ways and 
means of providing credit for these deserving individuals. 
They thought it could be done by going into the larger 
cities where the situation was most acute and inducing 
the philanthropists and other monied men of the city to 
lend their aid in organizing a company that these people 
may be served. 

It was their aim that the rate of charge on these small 
loans should not be excessive but just enough for the 
purpose of insuring a safe return on the capital. These 
institutions were called ‘Remedial Loan Societies.”” Some 
of them are in existence today. They loaned money at 

1 per cent a month; 2 per cent a month; 3 per cent a 
month, and up to 5 and 6 per cent a month on sums 
under $50. 

If they found that lending at 2 per cent resulted in 
a loss, they raised the rate. If they found that 4 per 
cent resulted in a loss, the rate was likewise raised be- 


How Small Loans 


Benefit Retail Business 
By EVERETT F. MOORE 


Public Relations Manager, Beneficial Management 
Corporation, New York City 


cause their purpose and intention was not to make money 
but to render a much needed service and at the same 
time protect their capital. 

The experiences of these companies in cooperating with 
the Russell Sage Foundation brought into being what 
they considered the scientific rate of 3% per cent per 
They fostered, 
drafted, and conceived what today is known as the “Uni- 
form Small Loan Law.” This law has been enacted in 


month on unpaid principal balances. 


some twenty-seven states. 


Now, what are some of the essential features of this 
law? They might be summed up as follows: The Uni- 
form Small Loan Law is a borrowers’ law. It is not 
drafted for the lender at all. There isn’t anything in 
the law that is favorable to the lender except the rate. 
The lender is limited in amount; he cannot make a loan 


over $300. 


The charges are computed on the unpaid principal 
balance. The customer is only charged for the time he 
uses the money. If he borrowed twenty-five dollars and 
paid it back in thirty days, the total cost would be seventy- 
five cents. No fees, no discounting, no fines; he gets the 
full amount of money applied for provided the credit 
investigation and analysis is such to warrant it. 


The law requires that the borrower be given a contract 
in writing, setting forth the terms of the loan; also a 
copy of the law in thé state pertaining to the rate. The 
licensee who engages in this business, can only do so by 
getting a license. That license is issued by the Banking 
Department of the state. He is under drastic supervision 
at all times. They have examiners who visit small loan 
offices just the same as they visit the banks. Every trans- 
action is carefully scrutinized, and if there is an over- 
charge, be it ever so slight, it must be refunded to the 
borrower. 

Now, who borrows? Statistics show that only 14 per 
cent of the nation’s population has bank credit. The 
other 86 per cent are potential customers of Personal 
Finance Companies. Every loan that is made must be 
for a constructive purpose, and the need for which the 
customer is going to use the money must be one that is 
worth while. The lender has found by experience that 
it is not good business to make a loan unless the money 
is going to be used for a constructive purpose. If it isn’t, 
such loans are hard to collect. 
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Personal Finance renders a service during periods of 
prosperity as well as periods of adversity. Personal 
Finance is helping to keep the American family sound and 
to keep them in the buyer’s market all the time. If you 
had a statistical chart of the American family as a going 
concern, you would find it has its peaks and its valleys. 
There comes a time when the family must meet an 
emergency which calls for money credit. A small loan 
during these periods may be the means of tiding the fam- 
ily over the emergency and keeping it in the buyer’s 
market. 


I want to take a typical city served by Personal Fi- 
nance that you may see the benefits of this business and 
this industry and how it affects you and your business. 
The city in question was settled in 1762. It has been 
characterized as consistently prosperous ever since. Its 
population, according to the last census, was 92,052, or 
thirty-two thousand families. 

For the most part the people are industrious and 
thrifty. The industries, of which there are a wide vari- 
ety, range from motor trucking, mining machines, paper 
boxes, and cement products, to silk and rayon mills, all of 
which are well developed. In fact, it is the second largest 
silk-producing city in the country. In the banking field, 
its commercial credit needs are supplied by half a dozen 
banks, while the personal credit wants of the small bor- 
rowers are served by ten personal finance companies. 

These companies have approximate outstanding loan 
balances at this time of $1,200,000. That is $1,200,000 
invested in a town with a population of 92,000. This 
amount is loaned to families and other deserving and re- 


spected individuals in small sums, the average loan being © 


about $104. These loans are used to stimulate trade or 
liquidate previously contracted credits. Eighty-one per 
cent of $1,200,000 or $972,000 was spent for current ex- 
penses, necessities and emergencies, but all spent in this 
city and vicinity. 

This means that out of this sum, the doctors and the 
dentists were paid; emergency household expenses were 
met promptly; coal stocked in for the winter, and bills 
contracted with various retailers were paid off. A more 
detailed statement of what the money was used for, show- 
ing the percentage and amounts may be given as follows: 
Out of this $972,000, or 81 per cent which was used for 


current expenses, necessities and emergencies— 


—42.85%, or $416,400 was for consolidating bills 
—14.77%, or $143,600 was for sick necessities 

— 6.89%, or $ 67,000 was paid in taxes 

— 6.52%, or $ 63,400 was household expenses 

— 6.44%, or $ 62,600 was spent for coal 

— 3.03%, or $ 32,200 was paid to landlords 

— 2.50%, or $ 24,300 was for clothing. 


Other expenses were for repairs to property; to meet 
emergencies as a result of death in a family; paid to den- 
tists; had to do with births, etc. Now the balance, $228,- 
000; 17 per cent of it, or $38,800, went to the purchase 
of property, the down payment on a home or paying the 
conveyancing when title was transferred; $49,200, or 
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22 per cent for installment payments to merchants and 
others ; $140,000, or 61 per cent of the balance of $228,- 
000, was for various items, which we did not undertake 
to classify. 

This gives a fairly good picture of the significance of 
Personal Finance service to the citizens of the average 
community in so far as the 86 per cent of the population 
who have no bank credit are concerned. Let us consider 
for a moment what would happen in this city if Personal 
Finance service were to be discontinued: $1,200,000 now 
in circulation would begin to be withdrawn. The buy- 
ing power of families would be immediately curtailed. 
Merchants, trades people, professional men and all others 
in business in this particular city and community would 
be immediately affected. The demand on community 
chests or welfare organizations would increase. 

Many families would no longer be going concerns. 
They would be breaking up and living with relatives. 
There would be more vacant houses. Landlords would 
suffer. Social problems would multiply and there would 
be a more conscious recognition of hard times. 

The Personal Finance lender is frequently confronted 
with problems of a domestic and social nature. For ex- 
ample, a loan is extended to a family as a going concern. 
The family must remain solvent and continue as a going 
concern during the life of the loan or there will be no 
customer profit and no satisfied borrower. 

Chief Justice Marshall said, in defining a contract, that 
a contract is an agreement between two or more parties, 
upon a sufficient consideration, to do or not to do a par- 
ticular thing. When we make a loan to a family, we are 
entering into a contract, and we go a little further than 
what Mr. Marshall said about it. There must not only 
be a meeting of the minds at the time the loan is made 
but it must remain throughout the contract or there can 
be no satisfaction and without satisfaction there is no 
profit. 

Personal Finance Service is practical. It helps the fam- 
ily through a financial crisis without impairing its pur- 
chasing power or its accustomed standard of living. 

> >» » 

A. D. Whiteside, division administrator of the NRA 
for the past nine months, is reported on “leave of ab- 
sence.” He is president of Dun & Bradstreet Company. 

> » » 

Reports of great increase in mail order sales of Sears 
Roebuck & Company, and Montgomery Ward & Com- 
pany, indicate an improvement in the purchasing power 
of the farmer. 


POSITION WANTED 
Young man, married, 31 years of age, desires con- 
nection with established firm. Thoroughly trained 
through nine years’ experience in retail business and 


finance; credits and collections; departmental work 
and duties. Have steadily advanced in executive ca- 
pacities. If vacancy open, not covered by outline of 
experience, can adapt myself readily. Address Box 
42, Credit World. 














cussed the solicitation of charge accounts from new- 

comers, “newlyweds” and paid-up budget accounts. 
Letters were included for each classification. In this 
installment we continue with: 


I" THE preceding installment of this article, we dis- 


(D) Bank Checks: 

All bank checks given to us in payment of cash pur- 
chases must bear their street address before being accepted 
by our cashiers. Each morning these checks are listed 
according to names and addresses. This list is then 
checked against our files to determine whether we have 
accounts with any of them and those which do not ap- 
pear in our files are cleared through the Rating Asso- 
ciation for credit reports. 

If the reports are good we send them our letter No. 
700-A. If there is no information we send them letter 
No. 700 and clear the application and write them our 
letter of acknowledgment No. 4. After the first pur- 
chase is charged, we acknowledge it by writing letter 
No. 5. 

In using bank checks as a source of names for new 
charge accounts, we have been able to secure many valu- 
able accounts, converting our occasional cash customers 
into permanent and greater-volume-building charge cus- 
tomers. Thereby, we keep them as regular customers 
whereas before they were somewhat transient and bar- 
gain seekers. 


Letrer No. 700-A 
The little service of cashing your check recently 
brought to our attention the fact that you might be inter- 
ested in having a permanent charge account with us. A 
charge account is especially convenient when shopping. 
You will find with a charge account that you will be 
free from carrying cash when shopping in the store; your 
monthly purchases being billed to you the first of each 
month, are due and payable in full by the tenth. 
May we have the pleasure of serving you frequently 
through the use of your account? 
Yours very truly, 
M. L. PARKER COMPANY. 
General Manager. 


Letter No. 700 
The little service of cashing your check recently 
brought to our attention the fact that you might be in- 
terested in having a permanent charge account with us. 
A charge account is especially convenient when shopping. 
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Letters That Build 


New Business 
By DEAN ASHBY 


Credit Manager, M. L. Parker Company 


Davenport, lowa 


Just fill in the enclosed application blank and return it 
to us. We will promptly complete our records and ad- 
vise you. 

Yours very truly, 
M. L. PARKER COMPANY. 


General Manager. 


(E) Cash Sale Deliveries: 

Every cash delivery must have the name and address 
on the space for that purpose on the sales check. Each 
day after the cash sales have been audited, they are 
checked through by our promotion department for names 
and addresses of cash deliveries. This list is then checked 
the same as described under “Bank Checks” and if reports 
are good we send this customer our letter No. 805. If 
no information is on file at the Rating Association we 
send our letter No. 800. The application is then cleared 
and acknowledged the same as explained under “Bank 


Checks.” 


By encouraging use of a charge account to our good 
cash customers we are again able to build greater volume 
and keep them as more regular patrons of this store. 


Letter No. 805 


You have recently had several cash purchases sent 
which we appreciate, and wish to make it more conven- 
ient for you to do your shopping, so you are offered the 
advantage of a charge account here, and are invited to 
use it. 

You will find with a charge account that you will be 
free from carrying cash when shopping in the store. 
Your monthly purchases being billed to you the first of 
each month are due and payable in full by the tenth. 

May we have the pleasure of serving you frequently 
through the use of your account? 

Yours very truly, 
M. L. PARKER COMPANY. 


General Manager. 


Letter No. 800 

You have recently had several cash purchases sent 
which we appreciate, and wish to make it more convenient 
for you to do your shopping. 

We will be glad to open an account in your name. 
Just fill in the enclosed application blank and return it to 
us. We will then immediately complete our records an 
advise you. 

Yours very truly, 
M. L. PARKER COMPANY. 


General Manager. 
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(E) C. O. DS: 


Each day our C. O. D. sales are listed according to 
name and addresses and checked in the same manner as 
that outlined under “Bank Checks” and “Cash Sale De- 
liveries.” ‘To those which have good credit reports, we 
send our letter No. 901, and to those on which we are 
unable to secure information, we send letter No. 900. 

The procedure is then the same as outlined under head- 
ing of “Bank Checks.” We always acknowledge applica- 
tions after they are cleared with letter No. 4 and the first 
purchase with letter No. 5. 

We have found by converting C. O. D. business into 
charge business we are encouraging more buying on the 
part of our former C. O. D. customers. Also, that the 
routine work in connection with charge accounts is much 
more easily handled in our office than the few C. O. D. 
customers which we have each day. 


Letter No. 901 

You have recently had several purchases sent C. O. D. 
which we appreciate, and wish to make it more convenient 
for you to do your shopping. 

We would like to have you as a charge customer, so 
you are offered the advantages of a charge account here, 
and are invited to use your account. 

You will find that, with a charge account here, you 
will be free from the bother of carrying cash to pay for 
your purchases when shopping in the store, and free from 
the bother of C. O. D. deliveries. Your monthly pur- 
chases billed to you the first of each month are due and 
payable in full by the tenth. 

May we have the pleasure of serving you frequently 
through the use of your account? 

Yours very truly, 
M. L. PARKER COMPANY. 


General Manager. 


Letrer No. 900 


You have recently had several purchases sent C. O. D. 
which we appreciate and wish to make it more convenient 
for you to do your shopping. 

We will be glad to open an account in your name. 
Just fill in the enclosed application blank and mail it back 
to us. We will then immediately complete our records, 
and advise you. 


Yours very truly, 


M. L. PARKER COMPANY. 
General Manager. 


(G) Mail Orders: 


Under the first division of this outline we explained 
our method of producing more business from out-of-town 
accounts. This has greatly increased our mail-order busi- 
ness. Those customers who have accounts tell their 
friends in their town about the wonderful service and 
merchandise which they receive from this store, and we 
receive many orders to be sent C. O. D. and in many 
cases money orders or checks are enclosed where the cost 
of the order is known in advance. The cash and C. O. D. 
mail orders are very potential charge accounts and we do 
not overlook this source of new account solicitation. 

Each time a cash or C. O. D. mail order is received we 
clear the name through the Rating Association and if suf- 
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ficient favorable information is received, we send them 
our letter No. 1001. If no information is available, we 
send them letter No. 1000. The application is then 
cleared and acknowledged with letter No. 4 and the first 
purchase is acknowledged with letter No. 5. 

We find that after a mail-order customer uses an ac- 
count, she gradually increases her orders because of the 
convenience and also because of our follow-up on all out- 
of-town accounts as explained under “Active Accounts” 
section of this outline—division E. 


We find that they are real sources of new business. It 
is indeed a very convenient method for mail-order cus- 
tomers and greatly appreciated by them, for this is evi- 
denced by the number of favorable letters received after 
we have opened an account for them. 


Letrer No. 1000 

You have recently had several orders filled through 
our Personal Shopper. We wish to make it more con- 
venient for you to do your shopping by mail. 

We will be glad to open an account in your name. 
Just fill in the enclosed application blank and return it 
to us. We will then immediately complete our records, 
and advise you. 

Yours very truly, 
M. L. PARKER COMPANY. 
General Manager. 


Letter No. 1001 

You have recently had several orders filled through our 
Personal Shopper. We wish to make it more convenient 
for you to do your shopping by mail, so you are offered 
the advantages of a charge account here, and are invited 
to use it. 

You will find that with a charge account you will be 
free from the bother of sending remittance with each 
order by mail, and free from the carrying of cash when 
shopping in the store. Your monthly purchases billed 
to you the first of each month are due and payable in 
full by the tenth. F 

May we have the pleasure of serving you frequently 
through the use of your account? 

Yours very truly, 
M. L. PARKER COMPANY. 
General Manager. 

(Continued on page 30.) 





Editor's Note: 


This is the second installment of the concluding 
article of a series by Mr. Ashby entitled: “Suc- 
cessful Letters Used in the Application of Cus- 
tomer Control.” 

This and the final installment in the May issue 
will cover the development of charge accounts 
from special classifications such as cash and 
C.O.D. customers and special lists. 

Anyone interested in credit sales promotion will 
find it worth while to read the whole series 
which began in the September issue. (See pre- 
vious issue for numbered letters referred to but 
not shown here.) 


——— 555 ——— SS ——————————————————————————— 
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Bright Bits from 


Bureau Bulletins 


Pertinent Paragraphs Taken from the Hundreds of Weekly 
Bulletins Published by Our Affiliated Credit Bureaus 


Facts Are What You Want 


Don’t judge a man by the clothes he wears. God made 
one and the tailor made the other. Don’t judge a man 
by his family for Cain belonged to a good family. Don’t 
judge a man by his failure in life, for many a man fails 
because he is too honest to succeed. Don’t judge a man 
by the house he lives in; the lizard and the rat often 
inhabit the grandest structures! 

When a man dies those surviving him ask what prop- 
erty there is left behind; the angels who bend over him 
ask what deed he has sent before him. Look behind the 
clothes—see beyond all outward appearances. Do not 
be misled by worldly gear. 

When you give credit you give your goods, which 
might as well be your cash. If you would not trust a 
man with cash you should not entrust him with credit. 
Every credit granter should be a member of the Credit 
Association and use it. Investigate your credit applicants 
before giving them credit. 

—Trinidad (Colo.) Credit Assoctation. 


» » » 


Teacher: “Joseph, if your father could save a dollar 
a week for four weeks what would he then have?” 
Joseph: “A phonograph, a new suit, a refrigerator and 
a set of furniture.” 
—Independence (Kan.) Merchants’ Assn. 


» » » 


Words of Wisdom for Small Stores 


There is a growing concern for the small business be- 
cause the proprietor. shows every tendency to continue in 
his own individual way rather than cooperate along lines 
that are proved. 

There is the tendency of the small store to extend 
credit without careful consideration and to be as lax 
about collections. Thus, the large turnover in the field 
of small stores. 

All stores must learn to compete fairly on sales but 
cooperate closely in‘credit and collections. Those failing 
to pursue these policies come to the end sooner or later. 

It is not within our experience to comment on sales 
policies ; but, we can comment on credit policies. Tersely 
put, our recommendations are these: 

1—Choose a credit policy. 

2—Devise a collection system. 

3—Appoint someone to make these two operate. 

4—Use reports to help you avoid those who are al- 
ready overloaded with debt. 

Cooperate with other merchants in their efforts to con- 
trol credit. The credit association is the only system yet 
devised that can be counted on to hold losses to a low 
level. 

—Charleston (W. Va.) Retail Credit Assoctation. 





“Pooling Accounts” 


At the meeting of the Associated Retail Credit Men, 
held on Tuesday, March 20, it was decided to use the 
bureau as a medium in connection with pooling accounts. 

This “Pooling Arrangement” is not a panacea for all 
ills but is applicable only where your customer is heavily 
involved and has got to the point where he can no longer 
satisfy his creditors without suits or garnishments. Kindly 
send all such accounts to the bureau and we will see 
what can be worked out. 

—Border Cities Credit Bureau, Ltd., 


Ontario. 


Windsor, 
> » » 


A Loss That Can Be Avoided 


If your pocket were picked, or your wallet lost, or you 
were victimized by this or that scheme, what a mental 
state you'd be in! Yet, losses from such sources do not 
approach the losses incurred by failing to collect your 
accounts when they become due. If three monthly state- 
ments are ignored you should become suspicious and com- 
mence salvaging as soon as possible. 

—Business Men’s Assn., Bartlesville, Okla. 


>» > » 


Collection Costs 


Merchants operating in the grocery and meat lines 
have learned that it is necessary to maintain an average 
mark-up of a certain percentage on all goods, and the 
experience of many has shown that it is commercial sui- 
cide to sell goods below these figures. The same rule is 
true in hardware, dry goods, clothing, shoes, and in fact 
all lines of retailing. 

Professional men must have a wide margin of gross 
profit to cover the cost of supplies, replacements, con- 
tinuous education, charity cases, and recompense for the 
long and expensive years spent in mastering their pro- 
fession. The professional man who attempts to do busi- 
ness on a gross margin of a lesser amount than past 
experience has shown as necessary, is willfully advertising 
himself as a second-rate operator, and in a short time he 
will surround himself with a second-rate clientele. 

The cut-rate collection service is no exception to the 
rule. It has been proved, time and again, that it costs 
more to collect bad accounts from undesirable risks, than 
it does to sell goods or services to the same class. Times 
without number, foolish people have set themselves up 
as collectors of bad accounts, and determined to perform 
the service for as low as 5 per cent and 10 per cent, and 
the final result of such an experiment is always the same. 
They soon dissipate their original investment, and end 
up by withholding moneys collected, requiring employes 
to work for nothing, and finally leaving town because 
the “community cannot support a collection service.” 
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It is expensive to collect bad accounts. The average 
cost for such a service, based on results, is 28.9 per cent. 
The costs of doing business in most lines is based on the 
assumption that 98 per cent of the credit risks are good, 
but the collection service must make its expenses from the 
other 2 per cent! 

—Business Men’s Association, Fairmont, W.Va. 


>» > » 


The Old Story of ‘Willing Horse’”’ 


There is no sense in working a willing horse to death 
just because it is willing to work. The same thing ap- 
plies to persons who buy from you. There is no sense 
in loading them up with obligations that they cannot 
possibly carry even though they are willing and will try 
it. Overselling is to blame for a great many ills in final 
collection and, for a great many persons, inability to 
meet their obligations for everyday needs. 

They will buy a $500.00 car when a $150.00 car 
would be more in keeping with their earnings. They 
will buy $500.00 worth of furnishings when $150.00 
would be their proper limit and at the same time try to 
keep on living at the same rate as previously, and even- 
tually they fall behind and get into no end of trouble 
with their past due payments, past due rent, past due 
grocery, clothing and doctor bills. They have been 
OVERSOLD. WHO IS TO BLAME? 

To overcome this evil, check their ability to pay first. 
Sell them afterward. 

When you get their ability to pay, you also get their 
past paying habits and other file information vital to 
their credit record. Call your credit bureau first. 

—Albert Lea (Minn.) Credit Association. 


> > » 


Credit Control Will Make New Business 
Safe and Profitable 


We are now facing a period of enormous sales expan- 
sion. ‘There are millions of American families who lack 
the things they need and as they are returned to work, 
their demands and desires for merchandise of all kinds, 
will be felt by every retailer in this country. 

With proper credit control, this new business will be 
safe and profitable. Your only danger is, in your be- 
coming reckless in credits and encouraging people to buy 
beyond their ability to pay. Folks must be sold on the 
necessity for paying accounts. The job is more dif- 
ficult today in the face of moratoriums and general 
reneging than previously. It is many times more diffh- 
cult than selling the original article. It takes a higher 
type of salesmanship to convert receivables into cash—to 
salvage delinquent accounts—than it does to sell mer- 
chandise or any other type of service. 

—Cadillac (Mich.) Credit Bureau. 


>» > » 


Spiders and Flies 


I once watched two spiders. One lay quietly in his 
web in the corner of the room waiting for a fly to come. 
Not a single fly came. The other was busy dropping 
his web from the ceiling to the chandelier in the center 
of the room. 

He kept stringing his fine, silken coil and commenced 
hooking it up at various points. Right away a fly hit 
the web. He hit it so hard he broke it and was left 
dangling in the air with the web around his wings. Old 
man Busy Spider slid down the coil he had spun, tucked 
his “order” under his arm and romped off home. 


APRIL, 1934 






The credit executive who takes no active part in catch- 
ing orders for his house is tucked off in a corner. The 
live ones are always figuring how they may do some- 
thing to bring in business. They select names that ought 
to be in their books, get bureau reports and if they are 
favorable, commence unwinding the string of “pull’’ that 
gets the customer in the store. 

Spiders can’t catch flies off in hidden, out-of-the-way 
places. ‘They must step out into the center of fly activi- 
ties, and know how to bait ’em. They have to be fly- 
minded. 

Credit men are like spiders. They must be resourceful 
and cagy. You can’t catch ’em unless you try. All of 
us must be sales-minded! 

Be a spider; get a bureau report on your prospect and 
catch a customer! 

—Springfield (Ill.) Credit Bureau, Inc. 


>» » »> 


A Boost for National Membership 


In June, 1933, enough of our members (ten) became 
members of the National Retail Credit Association, to 
be known as a Unit of the National. Every member 
should by all means be a member of the National, and 
receive its monthly periodical, The Crepir Wor p, 
the only publication in the United States devoted exclu- 
sively to retail credit practice and retail collections. 
Membership and subscription to The Crepir Wor p is 
only $5 per year, and the magazine alone is worth twice 
that much to anyone in the retail credit business. The 
old-fashioned store would not get to first base now, and 
neither will a merchant get there unless he learns and 
uses the latest and best retail credit practices known. In 
The Crepir Wor.p you will find these matters dis- 
cussed. You cannot afford to be without it. Application 
blanks may be secured at our office. 

—The Credit Exchange, Minot, No. Dak. 


> > » 


Religion and life insurance are very much alike in one 
respect. Everybody wants a lot of each when they die. 
but can’t be bothered keeping them up while living. 

—Peru (Ind.) Credit Exchange, Inc. 


— 2 


The Drama of Life— 


And sometimes the tragedy of death—is pictured in the 
files of the credit bureaus. Truth is stranger than fiction. 
No pigment of the mind’s eye can color, either brightly 
or drably, the scenes of parading humanity as they are 
colored in the pictures of our brother people parading in 
that great credit procession. 

The scenes are forever changing. First we see the 
youth of our country just starting out to build a credit 
reputation. That start has the most to do with the 
depths or the heights of the coloring of the pictures. 
Once on the right track, even though it leads through 
swamps of depressions, or the mountains of despair, youth 
will win its way to a good credit picture. 

As middle age comes on, that former youth will real- 
ize that the right start has builded the foundation for 
the prompt-pay structure in which he has placed his faith 
and effort. Retail credit is now the ultimate help de- 
manded by our people, and the man or woman who has 
the stamp of approval from the retail credit bureaus, also 
has the much needed facilities and credit record, needed 
to be able to say “CHARGE IT”—and enjoy the re- 
sults of maintaining a clean paying record. 
—Lebanon County Credit Exchange, Lebanon, Pa. 
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aw of Letters 


By MELVIN T. BENDER 
Attorney-at-Law, Albany, N. Y. 


‘TAn Address Before the New York State Retail 


Credit Convention, Albany, N. ¥., March 12, 1934 


HE vast majority of letters written by credit men deal 

with the cases of business men who fail to pay their 

debts, or otherwise. The general rule of law on this 
subject may be stated as follows: Where it tends to de- 
stroy one’s reputation for integrity and fair dealing, a 
publication which imputes an unwillingness or refusal to 
pay his just debts is libelous per se. 

So it is generally held libelous per se to publish or 
cause to be published one’s name as a delinquent debtor 
or as one unworthy of financial credit. But where the 
charge does not affect the person in his business or pro- 
fession, it is not libelous per se to publish of him that he 
owes money, or to charge him with mere inability to pay 
his debts, or failure to pay a debt. 

An imputation regarding the refusal of plaintiff to pay 
a particular charge made against him is not actiunable 
per se. It has been held that a written or printed state- 
ment that plaintiff is “slow” in the payment of his bills, 
but not to the extent that his promises are not kept, or 
that it is unnecessary to place a claim in the hands of a 
collector, or to put it into judgment in order to secure 
payment, or that he ever disputes his bills, is not action- 
able per se. 

Oral words imputing to a person not in business a 
state of indebtedness or inability to pay his debts are not 
actionable per se. 

To write that a person is “no good” and do it in such 
a way as to denote that a person is dishonest, is libelous. 

A communication made confidentially and in good faith 
in answer to inquiries from one having an interest in the 
information sought is prima facie privileged. Indeed, it 
is generally held that everyone owes it as a duty to his 
fellow-men to state what he knows about a person when 
an inquiry is made, but the person to whom such inquiry 
is addressed cannot abuse his privilege in answering it. 
The privilege does not extend further than an answer to 
the inquiry; if he knowingly makes a false charge against 
the person inquired about, he cannot claim immunity be- 
cause the charge was in response to an inquiry. 

Defamatory words do not become privileged merely 
because they were uttered in the strictest confidence by 
one friend to another, and upon the most urgent solicita- 
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tion of the latter. It has been held that the rule is not 
to be invoked where it appears that the inquiry was in- 
duced by prior defamatory statements made by defendant. 

A person is justified in giving his opinion in good faith 
of the integrity and good standing of a tradesman in an- 
swer to an inquiry concerning him. So, information fur- 
nished upon request to a creditor or to one applied to for 
credit concerning the financial standing of a debtor or 
applicant for credit, or a communication between two 
parties concerning the credit of a third person when both 
parties have an interest in the subject matter of the com- 
munication, is prima facie privileged. But a voluntary 
communication concerning the financial standing of a 
rival or competitor to one to whom no duty is owed is 
not privileged. 

While some cases appear to hold, without qualification, 
that the report of a mercantile agency to its patrons on 
the credit and financial standing of an individual or busi- 
ness concern is not a privileged communication, it is gen- 
erally held that the principle that a communication which 
would otherwise be actionable is privileged if made in 
good faith upon a matter involving an interest or duty 
of the party making it to a person having a corresponding 
interest or duty, applies to an agent or agency employed 
to procure information as to the solvency, credit and 
standing of another, where the information is communi- 
cated confidentially and in good faith to a principal hav- 
ing an interest in the subject matter. But a communica- 
tion from a mercantile agency is privileged only when 
made to one having an interest in the particular matter 
and not when it is published in a report for general circu- 
lation among subscribers. 


The doctrine of qualified privilege has been applied to 
information furnished to members or subscribers by mu- 
tual protective associations. On the other hand it is 
held that, where such an association is formed not for 
the purpose of keeping its subscribers informed as to the 
credit and standing of the parties with whom they deal, 
but of blacklisting delinquent debtors in order to com- 
pel the payment of debts already due, publications made 
in furtherance of such a purpose are not privileged. 
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To constitute a publication it is not necessary that the 
communication be made known to the public generally. 
It is enough if it is made known to a single person. It 
is sufficient if persons unacquainted with plaintiff under- 
stood the publication to refer to plaintiff. 


The Penal Law 

Some people do not know that the Penal Law of our 
state (New York), in Section 551 makes it a crime to 
send a letter threatening to do an unlawful injury or 
with intent to cause annoyance to anyone or which looks 
like a court process. 

This section has been construed by the courts. 

In one case, the defendant wrote to a company against 
which it held a claim for collection, and said that if the 
claim was not paid by a certain time, it would be placed 
in the hands of an attorney, and that a large number of 
persons doing business in the same city as the debtor will 
be notified of such action; the letter must be regarded 
as sent with intent to annoy the debtor and as constitut- 
ing a violation of Section 551. 

A person who, knowing the contents thereof, sends, 
delivers, or in any manner causes to be sent or received 
any letter or other writing threatening to do any unlaw- 
ful injury to the person or property of another or any 
person who shall knowingly send or deliver or shall make 
and for the purpose of being delivered or sent, shall part 
with the possession of any letter, postal card or writing 
with or without a name subscribed thereto or signed with 
a fictitious name or with any letter, mark or other des- 
ignation, with intent thereby to cause annoyance to any 
person, is guilty of misdemeanor. 


In the case of People v. Loveless, the court said: 


The purpose here was not to give a notice to the mem- 
bers of the Stationer’s Board of Trade for their benefit, 
but was solely to force the complainant, who was not a 
member of the Stationer’s Board of Trade, into a position 
where he would be compelled to pay. Such a result was 
to be obtained by threatening the complainant to notify 
a large number of persons that the claim had been placed 
in the hands of an attorney. 

In other words, there was an attempt to usurp the 
function of the courts, and to compel the complainant to 
satisfy a claim in controversy, not upon the merits of the 
claim, nor because the complainant desired to avoid litiga- 
tion, but because the threat would induce, or have_ the 
tendency to induce the complainant to pay through fear 
of impairment of his credit. To that end, the letter was 
of a character calculated to cause annoyance to the com- 
plainant. 

The threat was to send to a large number of persons a 
notice which might or would be subject to misconstruc- 
tion, and which would not fairly state what controversy, 
if any existed, what the financial condition of the com- 
plainant was, and what reasons, if any, he gave for re- 
fusing or neglecting to pay the claim, but which would 
contain merely the naked statement that the claim had 
been placed in the hands of an attorney for collection. 
Such a letter surely would have the effect of causing not 
a merely capricious disturbance in the mind of the person 
receiving it, but a substantial fear that he might or would 
be placed in an unjust and unfair position before a large 
number of merchants. 
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The intent of the defendant is to be gathered, not from 
his mental operations, but from the purpose and effect of 
the letter, and that intent was to harass and annoy the 
complainant to an extent which would result in the pay- 
ment of the claim. The defendant may have had the 
right to inform the members of his association, by a fair 
notice, of the facts relating to the claim in question; but 
his threat to the complainant to send to the members of 
his association a notice that the claim had been placed in 
the hands of an attorney for collection could have had no 
purpose or effect other than to annoy the complainant, 
and thereby seek to compel the payment of this claim. 

No other conclusion can be drawn from the undisputed 
facts as disclosed in this case. Almost any merchant 
would prefer to pay a claim of $15.00, however unjust, 
rather than be compelled to explain and counteract a 
statement sent to a large number of persons that it was 
necessary to begin suit against him for so small a sum of 
money. And, as was found by Mr. Magistrate Breen, if 
the effect of such a letter is not to cause annoyance, we 
fail to understand what kind of a letter would do so. 

The letter clearly comes within the prohibition of the 
statute and the defendant is guilty of the misdemeanor 
charged. 


(Notre: Acknowledgment is made to Corpus Juris for 
many of the legal propositions contained in this address. ) 


(Epiror’s Nore: Please bear in mind, in reading this 
article, that many of Mr. Bender's references are, in all 
probability, applied specifically to the laws of the State 
of New York. The laws of your state may be different 
in text and application.) 
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FOREWORD 


HE unusual spectacle of stalwarts joining radicals 
T: bring about pay increases and allowances to 

veterans, such as happened when the Senate voted 
on March 28 to override the Presidential veto of the 
Independent Offices bill, raises the question of the effect 
of that action on adjournment of Congress. 


The majority leader has stated that Congress will ad- 
journ May 15 and certainly there are elements of that 
coalition on the minority side who would like to see 
early adjournment. On the other hand certain other ele- 
ments of the same coalition are interested in legislation 
which an early adjournment might kill, so that by and 
large, it is thought Congress may not adjourn before 
late June. 

It should also be remembered that the Norris “lame 
duck”” amendment to the Constitution makes this the 
last regular session of the 73rd Congress and, therefore, 
there will be a scramble from those pushing various pieces 
of legislation to prevent an early adjournment. The 74th 
Congress will convene January 3, 1935. 


Legislative 
Status of Transportation Bills 

Hearings have been concluded on H.R. 6836, the Ray- 
burn bill to bring within the Interstate Commerce Com- 
mission motor buses and trucks but no report has as yet 
been ordered on the measure. On the Senate side, S. 
3171 (Sen. Dill) and S. 3172 (Sen. Dill), hearings will 
commence around the middle of April. The prospects 
are that this legislation, while reasonably assured of Con- 
gressional enactment, will not come through at this ses- 
sion. 

Transportation of information, that is to say the Dill 
bill, §. 2910, to create a Federal Communications Com- 
mission along the lines of the Interstate Commerce Com- 
mission regulating railroads may pass the Senate at this 
session. The time that this bulletin appears in print will 
probably find the House Interstate Commerce Committee 
continuing hearings on the House companion bill, H.R. 
8301. 

Taxation Revision Passes House 

H.R. 7835, a revision of the income and other taxa- 

tion laws, passed the House on February 21, and at this 
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writing, March 31, is on the Senate Calendar for action. 
One among the many items of interest to credit managers 
in the bill is the provision extending the bank check tax 
to January 1, 1935. This bill and the tariff bill, H.R. 
8687, giving the President power to negotiate reciprocal 
tariff treaties with other countries, are reasonably certain 
of enactment before adjournment. The 3c postal rate on 
first-class mail has been continued until July 1, 1935. 


Senate Passes Bill to Guarantee Principal on Home 
Loan Bonds 

S. 2999, guaranteeing the principal as well as the in- 
terest on HOLC bonds, passed the Senate and will no 
doubt have passed the House by the time this bulletin 
appears in print. H.R. 8016, extending the insurance of 
bank deposits up to $2,500 from July 1, 1934 to July 1, 
1935, passed the Senate March 12, and will probably 
pass the House during this current month and become a 
law at this session. The McLeod bank deposit bill, H.R. 
7908, repayment of deposits to bank depositors, has been 
the subject of extended hearings but is not apt to become 


a law. 


Three “Industrial Loan” Bills Before Senate 

There are three industrial loan bills pending before 
the Senate Banking and Currency Committee, introduced 
within the past thirty days, as follows: §. 3101, the so- 
called Federal Reserve bill, providing for twelve regional 
industrial direct loan banks; an amendment to S.370/, 
introduced by Senator Glass, providing for direct loans 
by existing Federal Reserve Banks; and S. 3137, the Re- 
construction Finance Corporation bill. By the time this 
bulletin appears in print action of a more or less definite 
nature will probably have been taken upon these bills and 
also some steps taken in the direction of pooling of in- 


dividual accounts. 


Progress on Municipal and Corporate 
Reorganization Bills 
Since the last bulletin, H.R. 5950, municipal bank- 
ruptcy, and H.R. 5884, corporate reorganization, have 
been reported to the Senate; the former substantially 
without amendment but the latter with an amendment 
limiting provable claims in bankruptcy for future rent 
limited to rent accruing within twelve months of adjudi- 


cation. 
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Electric Rate Reduction of $100,000,000 in Past 
Four Years, States Federal Trade Commission 
The Federal Trade Commission gives credit to the in- 

vestigation into public utilities conducted by the Com- 
mission at the direction of the Senate for electric rate 
reductions of over $100,000,000 for the four years end- 
ing 1930-1933, inclusive. 


And the Commission further contends that sales of 
electric energy for 1933 increased 3.1 per cent over 1932 


while the dollar cost to the consumer represented a de- 
crease of 3.2 per cent. 


Eighth Semi-Annual Retail Credit Survey to Be 
Ready Early in May 

Final tabulations on the eighth semiannual retail credit 
survey being conducted jointly by the U. S. Department 
ot Commerce and the National Retail Credit Association 
are now in progress. The report for the periods July to 
December, 1932 and 1933, will have a representation of 
over 450 merchants distributed in six lines of trade, 
namely, department, furniture, jewelry, men’s clothing, 
shoes and women’s specialty establishments. 

The results of this survey are awaited with much in- 
terest in view of the improvement reflected from a pre- 
liminary inspection of the data for the periods in 1933 
as compared with 1932. It is expected that this report 
will be available the early part of May. 


Court Decisions 
An Important Ruling on “‘ Books of Account” 


The “bill-hook” system of keeping books has been 


many times ridiculed but in a recent case, that of Inter- 
national Shoe Co. v. Lewine, the Circuit Court of Ap- 
peals, 5th Circuit (68 Fed. [2d] 517), has held that 
where such a system affords the information from which 
the bankrupt’s business transactions may be reasonably 


ascertained failure to keep general ledgers and other books 
of account is not sufficient ground to warrant refusing a 
discharge. 

Subsection 2 of Section 14b of the Bankruptcy Act 
reads as follows: “failed to keep books of account, or 
records, from which his financial condition and business 
transactions might be ascertained.” In the instant case 
the bankrupt took an annual inventory, and preserved 
the invoice files, check stubs and cancelled checks. These 
the court held to be sufficient, saying, referring to a finan- 
cial statement which had been made by the bankrupt in 
this matter, that “for a statement of financial condition 
to be false it must be not only incorrect but made or 
acquiesced in either with knowledge of its incorrectness 
or with reckless indifference to the actual facts and with 
no reasonable ground to believe it correct.” 


Tax Deduction Denied for Loss on Stock Sold by 
Petitioner to Wife 

With the passage of a taxation measure designed to 
plug up holes in our taxation statutes, the decision of 
the U. S. Board of Tax Appeals on March 20, in 
Blumenthal, Petitioner v. Commissioner of Internal 
Revenue, is of interest. This case dealt with the sale by 
the petitioner of certain stock and the purchase at or 
about the same time of the same stock by the petitioner’s 
wife with funds found, in the Board’s opinion, to have 
been furnished by the petitioning husband. 

The Board in its opinion quotes from Esperson v. Com- 
missioner, 49 Fed. (2d) 259, certiorari denied by the 
U. S. Supreme Court, to the following effect: ‘“* * * It 
may be assumed that an owner of stock would sustain a 
deductible loss by selling it and later buying back an 
equal amount, but no real sale is made where by one and 
the same transaction the same number of shares are both 
bought and sold at the same time and at the same price. 
(Emphasis supplied.)”’ Petitioner was denied right to 
deduct stock losses as a result of stock so sold. 
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ager asked for “a satisfactory refusal letter”— 

one that would decline credit and yet not incur 
the ill will of the applicant. In response to this, 
Mr. R. V. Chaffee, Credit Manager of The Ernst 
Kern Co., Detroit, sends the following: 


[* THE February issue, a western credit man- 


Well, here I am, joining the “C. C. C.”—Credit 
Clinic Column—to give you my “Declined Account” 


letters. 


Number One is the letter used in declining an ac- 
count where no charge purchase has been made at the 
time of making application. Number Two refers to ap- 
plications that have adverse information on file at the 
Credit Bureau. Number Three is the same as Number 
One except that the customer has made a purchase of 
merchandise that we are holding pending the passing of 
the account, and the last paragraph is the only addition 
or change. This last paragraph can also be added to 
letter Number Two. 


LetTeR NUMBER ONE 


Mr. John Doe 
3765 Smith Avenue 
Detroit, Michigan 


Dear Mr. Doe: 


We gratefully acknowledge your recent application for 
a charge account, and assure you it has been given our 
careful consideration. 

It is with regret, however, that the developed informa- 
tion does not permit us to form a definite conclusion at 
the present time, as it does not entirely meet the require- 
ments of our established policy for new accounts. Be 
assured we are not in the least questioning your inten- 
tions, because your «references are complimentary in every 
respect. 

We appreciate the opportunity you have given us to 
serve you, and thank you for your past cash patronage. 
You will find our personnel ready to assist you at all 
times and it is our hope that this pleasant relationship 
will continue. 

Very truly yours, 


THE ERNST KERN COMPANY. 
CREDIT MANAGER. 


uo 6©6©6)hd The CREDIT CLINIC 


... A“ give-and-take” page, wherein readers 
may ask— and answer—questions about their 
credit and collection problems and solve them 
in the laboratory of practical experience .. . 


LETTER NUMBER Two 
Mr. John Doe 
3765 Smith Avenue 
Detroit, Michigan 


Dear Mr. Doe: 


We gratefully acknowledge your recent application for 
a charge account, and assure you it has been given our 
careful consideration. 

It is with regret, however, that the developed informa- 
tion does not permit us to form a definite conclusion at 
the present time, as the Merchants Credit Bureau, which 
is the central clearing house of all Detroit retail credit 
data, discloses some question about your credit accounts. 

We suggest you call personally at the Bureau, 18th 
Floor, United Artists Bldg., where they will be glad to 
go over your records with you and adjust any errors. 

We appreciate the opportunity you have given us to 
serve you, and thank you for your past cash patronage. 
You will find our personnel ready to assist you at all 
times and it is our hope that this pleasant relationship 
will continue. 

Very truly yours, 
THE ERNST KERN COMPANY. 
CREDIT MANAGER. 


LetrER NUMBER THREE 
Mr. John Doe 
3765 Smith Avenue 
Detroit, Michigan 


Dear Mr. Doe: 


We gratefully acknowledge your recent application for 
a charge account, and assure you it has been given our 
careful consideration. 

It is with regret, however, that the developed informa- 
tion does not permit us to form a definite conclusion at 
the present time, as it does not entirely meet the require- 
ments of our established policy for new accounts. Be 
assured we are not in the least questioning your inten- 
tions because your references are complimentary in every 
respect. 

We appreciate the opportunity you have given us to 
serve you, and thank you for your past cash patronage. 
You will find our personnel ready to assist you at all 
times and it is our hope that this pleasant relationship 
will continue. 

Will you kindly advise us if we may send the mer- 
chandise you selected C.O.D.? 

Very truly yours, 


THE ERNST KERN COMPANY. 
CREDIT MANAGER. 
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Seattle Credit Women’s Breakfast Club Is 
“Going Places” 
The Credit Women’s Breakfast Club of Seattle, Wash- 


ington, after a great deal of planning, was organized last 
October. A large delegation from the Tacoma Women’s 
Breakfast Club attended and their help was greatly ap- 
preciated. 

On the evening of November 2, 1933, the first regu- 
lar organization meeting was held in the office of the 
Seattle Credit Bureau. The following officers were 
elected: Miss Avadana Cochran, President; Miss Hazel 
Smith, Vice-President; Mrs. Frances Bourgette, Secre- 
tary- Treasurer; Miss Madeline Northey, Corresponding 
Secretary. ; 

Since that meeting there have been two breakfasts each 
month (at 7:00 a.m.) held at the Washington Athletic 
Club. There has been excellent attendance each time— 
not less than eighty-five members at any meeting. Enter- 
tainment has included speeches by the Mayor of Seattle; 
music by some of Seattle’s best professional musicians ; 
motion pictures and many other interesting and educa- 
tional things. 

The Seattle Credit Women’s Breakfast Club is go- 
ing places! 

—Elizabeth Coburn. 


» » » 


San Francisco Organizes Credit Women’s 
Breakfast Club 

The Credit Women’s Breakfast Club is rapidly be- 
coming an essential auxiliary to the credit fraternity. San 
Francisco now boasts of a very enthusiastic and aggres- 
sive club organized January 6. 

The following officers were elected to serve: President, 
Mrs. Effie Marshall; Vice-President, Miss Jane Robert- 
son; Secretary, Mrs. Ethel Braman; Treasurer, Miss 
Ethel Hauser. The installation meeting was held at the 
Women’s City Club on February 7 at 7:45 a.m. with 
Mr. Frank Batty, past president of the National Retail 
Credit Association, officiating. 

Mr. Batty stated that the accomplishments of the club, 
partially exemplified in the surprisingly large attendance 
of over seventy-five of San Francisco’s leading credit 
women, and the constructive programs already outlined, 
were highly commendable. 

Mr. S. E. Shermantine, manager of the San Francisco 
and Oakland Credit Bureaus, was also present. He be- 
lieves the Credit Women’s Breakfast Club has created 
a new stimulus in the credit organization. Mr. Chas. 


J. Benson, assistant manager of the Retailer’s Credit 
Association of San Francisco, also addressed the meet- 
ing. He complimented the group on the initiative taken 


in organizing the club and on the splendid cooperation 
shown. 


—Madelyn Howard. 
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The Credit Women’s Page 


The Retail Credit Women’s Club of 
Baltimore 

Let us bring to your attention a newly organized fea- 
ture, the first of its kind in the East. Something not 
only the women now employed in the credit and collec- 
tion field but the credit men here can boast of. This 
endeavor was made possible by the determination of five 
of the leading women of Baltimore stores: 


President, Mrs. Betty Weaver, Hutzler Brothers Co. 

First Vice-President, Miss Marguerite Priel, Wyman’s, 
Inc. 

Second Vice-President, Miss Ethel Fox, Isaac Ham- 
burger. 

Treasurer, Mrs. Hilda Cramblitt, The May Co. 

Secretary, Ms. Hazel H. Sumwalt, Hochschild, Kohn 
& Co. 


The first meeting was held on Tuesday evening, Janu- 
ary 16, 1934, when over fifty business women answered 
the call. At this meeting we were fortunate to have as 
our guest of honor, Mr. James R. Hewitt, formerly 
president of the National Retail Credit Association and 
who, until March of this year, had been president of 
the Retail Merchants Credit Men of Baltimore City 
for over 13 years. Because of Mr. Hewitt’s wide experi- 
ence and knowledge of such organizations, his talk proved 
constructive and helpful as to the building of a strong 
association for the education of its members in the credit 
business. 


Since our first meeting, as before stated, we have in- 
creased our number of members to over 100. Our plan 
is to have monthly meetings for the discussion of every- 
day problems, in other words, a “Credit and Collection 
Clinic,” together with a speaker on subjects of interest 
to credit people. 

—Betty Weaver. 


California Credit Conference to Be 
Held at San Jose, April 20 and 21 


The state-wide conference of the California Associa- 
tion of Retal Credit Granters and Bureau Managers will 
be held at San Jose, Calif., April 20 and 21. 

The program for the conference is being prepared by 
S. E. Shermantine, General Manager of the Retailers 
Credit Association of San Francisco and Oakland. The 
General Conference Committee (H. Price Webb, L. 
Hart & Son Co., San Jose, Chairman) with the aid of 
numerous subcommittees is making elaborate preparations 
to assure a most successful meeting. 


Letters That Build New Business 


(Continued from page 21.) 
(H) Layaways: 

In some stores the use of layaways is encouraged. We 
have never done so, although we have layaway accom- 
modations for those who wish to use it. Our contention 
is that merchandise held on layaway is out of stock and 
yet not always a final sale. 


We believe that the customer laying away goods would 
prove a good charge customer if properly approached, and 
thereby make a final sale. Of course, we agree that some 
layaway customers are good for layaways and not a charge 
account, 

Each day the layaway desk sends to our credit office a 
complete list of all layaways and this list is then checked 
against our files and then cleared through the Rating As- 
sociation. To all those having good reports we mail our 
letter No. 1101 which suggests that they charge the 
balance on an account, thereby closing the sale and 
eliminating the possibilities of future layaways with the 
customer. 

The account has paved the way for future charge pur- 
chases and gained another active account. If there is 
no credit information we mail letter No. 1100 and often 
this brings the customer into our credit office inquiring 
regarding an account, its advantages, etc., making it pos- 
sible to make a personal contact with her and “sell the 
store” to her. The information derived directly in con- 
versation often is sufficient to enable us to check up thor- 
oughly on her and to open an account. 


Letrer No. 1101 


You recently made a deposit on some merchandise 
which we are holding for you. We will be pleased to 
charge the balance on this transaction to you, if you 
would like to have us do so. 

We have opened a regular charge account in your 
name. Our regular patrons find it a more convenient 
manner of shopping, paying the account by the tenth of 
the month following the date of purchase. 

We would welcome your active charge account. We 
are sure it will be a convenience you will appreciate and 
it gives us a better opportunity to render service more 
in keeping with the spirit fostered by credit relations. 

Yours very truly, 


M. L. PARKER COMPANY. 
General Manager. 


Letrer No. 1100 


You recently made a deposit on some merchandise 
which we are holding for you. We would like to make 
it more convenient for you to do your shopping. 


We will be glad to open an account in your name. 
Just fill in the enclosed application blank and mail it 
back to us. We will then immediately complete our 
records so as to make the account available for you at 


once, 


Yours very truly, 
M. L. PARKER COMPANY. 
General Manager. 






(1) Personal Recommendations from Employees: 


The contacts which salespeople make with a customer 
are usually very valuable. We encourage them to sug- 
gest to the credit department the names of regular cash 
customers whom they serve. We then clear these names 
for credit reports and if satisfactory will write them our 
letter No. 1301. This conveys to the customer a service 
of our store, suggested by an alert employee and she will 
usually express personally her appreciation to the em- 
ployee suggesting a charge account for her convenience. 

It creates a more friendly feeling toward employee 
and store as a whole, making this customer a real booster 
for our service and merchandise. Sometimes we are un- 
able to secure credit information in advance and it is nec- 
essary to send letter No. 1300 and clear the application 
and acknowledge it as explained in previous paragraphs. 


Letrer No. 1301 


At the request of our -------- , we are pleased indeed 
to advise you that we have opened a charge account in 
your name on our books, and we will be very glad to 
take care of any charge purchases which you might wish 
to make in the store at any time. 

We want you to know that we very much appreciate 
the business you have given us and any future service we 
can render at any time we will be glad to extend. 

For your convenience, statements are rendered the first 
of each month, due and payable by the tenth. 

Yours very truly, 
M. L. PARKER COMPANY. 


General Manager. 


Letrer No. 1300 


At the suggestion of our ~------- , Our attention was 
called to the fact that you may be interested in having a 
permanent charge account with us. A charge account is 
especially convenient when shopping. 

We will be glad to open an account in your name. 
Just fill in the enclosed application blank and return it 
to us. We will then immediately complete our records 
and make the account available for you at once. 


Yours very truly, 
,M. L. PARKER COMPANY. 
General Manager. 


(J) Teachers and Special Classifications: 

Teachers’ accounts have proved to be the best type of 
account we can solicit. Their records generally are very 
good. For this reason we have made a concerted effort 
to secure all the teachers’ accounts we possibly can. 

Each school term we secure a complete list of all teach- 
ers in city and rural schools. This list is checked thor- 
oughly with our records to eliminate all accounts we have. 
The balance is cleared through the Rating Association 
and accounts opened. Our letter No. 1200 is sent in- 
forming them that the account is ready to use. We keep 
a complete file of all active and solicited teachers’ ac 
counts and capitalize on these by having special spring 
and fall promotions for this particular class of accounts. 
The result has been that the majority of teachers in 
this vicinity have an active account some time during the 
school term, also using it during the vacation period. 
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Letter No. 1200 

We are always glad to add the names of those worthy 
of credit to our list of charge customers. Yours is one 
of them and an account has been opened for you. 

A charge account establishes closer relationship between 
customer and store. Salespeople come to know the cus- 
tomer and her preferences. Shopping is easier, quicker 
and more pleasurable. 

You make your selection, say “charge it” and give your 
name and address. An itemized statement showing all 
purchases comes to you at the end of the month. 

May we have the pleasure of serving you soon through 
the use of your account? 

Yours very truly, 
M. L. PARKER COMPANY. 
General Manager. 


(To be continued in next issue.) 
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In Union There Is Strength 


Many merchants and business men try to make their 
own credit investigations in the interest of speed and 
economy. 


In the first place, with the full cooperation of all the 
merchants, the bureau is set up to handle references more 
promptly than any individual. 


Then, too, while a store working direct will clear 
specific references, the bureau clears many that would 
never be given as a reference, for good and sufficient 
reasons. 





In the final analysis, all stores and businesses coop- 
erating with the credit bureau will build up a file of 
inestimable value. 

There are just a few who are trying to be different 
from the great masses. Fall in line and cooperate with 
the great majority of credit men, thus building up a 
bureau file that cannot mislead you. 

—The Credit Bureau, Inc., Pittsburgh, Pa. 


> >» » 
—Twenty-First Annual Convention—Memphis—June 
19-22, 1034. 
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Now—A Standardized Form for 
Aging Accounts 


Recognizing the intense interest of credit granters in 
standardizing procedure for the proper aging of accounts 
the Forms and Systems Department has developed a 
standard form for this purpose. 


This form is shown below in reduced form. The 
broken line shows where it is cut off for reproduction 
but the actual size is 8% inches wide by 14 inches long. 

Printed in one color on white paper and padded 100 
to a pad. Price, $1.00 per hundred—$8.00 per thou- 
sand. Order from the Forms and Systems Department, 
National Retail Credit Association, St. Louis, Mo. 
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Form No. 721 
AGING ACCOUNTS FORM 
adopted by the 
NATIONAL RETAIL CREDIT ASSOCIATION 
1218 Olive Street St. Louis, Missouri 
en eer ___ Sad & Ge men of — me —-————— in 

Name and Address | Present = | - ae r — + — P | = = 4 Current 

Pear Ba Ss | ag _G months | 4 months _3 months | 2 months 1 month 
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Note: Actual size of this form is 8% 
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Practical Results of Community Credit 
Cooperation 
(Continued from page 14.) 


Now suppose that four of these stores adopt the policy 
of checking up their accounts carefully before permitting 
them to be opened. Under these circumstances practically 
all of the poor pay customers in this community will trade 
with the one remaining store. If those accounts are not 
checked very many of them will be assumed by that store 
and its losses will be something tremendous. We believe 
that no one store could survive in business if the four 
other stores adopted this policy. 


Finally—if all five furniture stores adopt a safe and 
sane credit policy, all of them will do a little less busi- 
ness or a gross of $475,000.00 instead of $500,000.00. 
This will make a total gross business for each of the five 
stores of $95,000.00 instead of $100,000.00 and prac- 
tically all of the undesirable and unprofitable accounts 
will be eliminated or at least reduced to a minimum. 

Perhaps you hesitate to be the one store in your line 
to adopt a rigid credit policy because you are wondering 
what the other fellow, your competitor, is going to do. 
It is quite probable that he has adopted a consistent and 
careful credit policy even now or perhaps he is waiting 
to find out what you are going to do! But in any case 
it really makes very little difference and if you eliminate 
your bad accounts by a careful check on all credit cus- 
tomers your competitor will get that business and the 
larger amount of that kind of business your competitor 
gets the worse off he is and the better off you are, The 
question is: “What are you going to do about it?” 

> >» » 


Circle these dates on your calendar—June 19, 20, 21 and 
22, 1934—Twenty-First Annual Convention, in Memphis. 


My Most Unusual Credit Experience 


(Continued from page 7.) 


I'll admit that about this time I was getting uneasy 
and kept an eye on those three men! 


Just at that moment, the front door opened with a 
bang and my two drivers came in on the run and yelled, 
“What in h—l’s the matter? We were afraid something 
had happened, you were in here so long!” 


With their entrance, did I get brave? Oh, boy! I 
then stepped away from the wall and said, “Now, you 
cough up that $130.25 or out goes the goods.” 

Again she yelled, “I got no money.” 

I then shouted to the boys, “Grab that sideboard and 
get moving things out!—but keep an eye on these fellows 
while you’re doing it.” 

Never have I heard such a horrified yell as she gave. 
It was positively blood-curdling. She yelled, “Wait! 
Wait! Wait!” and ran for the kitchen. Right then is 
where I thought she was going for a gun or knife but 
instead—she came running back with something wrapped 
up in a bath towel, laid it on the dining room table, 
opened it, and never have I seen, outside of a bank, so 


many $100 bills! 


The roll was nearly as large as a quart preserving jar. 
She handed me a hundred-dollar bill, and had difficulty 
in finding any bills small enough to make up the odd 
$30.25. I gave her a receipt, and we three “backed” 
out of the house. 


Now the moral of this is: “Do not let anyone who 
is unknown to you put over a ‘rush’ delivery order on 
you. Learn to read character and study it, and last, but 
not least, get a line on them from your local credit 
bureau and by so doing, save many gray hairs.” 
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Register Early for Your Convention--June 19-22, 1934 


(Hotel Peabody is the Official Hotel but there are many other good hotels, reasonably priced) 


Make Sure of 
Accommodations 


Avoid Delays 
Upon Arrival 


Help the 
Convention 
Committee 


Register NOW! 


Expect arrive 


F@eeeeseee see eee eee ees sess ees ee eeeeee 


Will wife accompany you?......................... alu ciaiiialiasixsuiaaa 


What group conference will attemd......2..20.....2....2...-eeceeeeeeeececeeeeeeeeeeees 


Railroad or Automobile 
Registration Fee, $10.00, Includes Banquet and Entertainment. 
Registration Blank—National Convention, N. R. C. A— 
Memphis, Tenn., June 19-22, 1934 


(Single or Double Room) 
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